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Wonderful Opportunity 
for Agents 


Nowadays, when a child is born, most parents begin to think 
immediately of its future, and to systematically lay aside funds 
for the purpose of taking care of the child’s training and school- 
ing in the years to come. Unfortunately, fate sometimes steps 
in here, and the untimely death of a parent often shatters the 
best laid plans for the child’s future. Haven’t you often heard 
the statement: “I should certainly have gone to college if my 
father had lived.” 


Do you know that this situation can easily be prevented? That 
the Central Life has added the Educational Endowment policy 
to its many forms of Perfect Protection? It is indeed a real 
opportunity for the agent. It is a policy that can be issued at 
from two to twelve years of age, and one that reduces Education 


or a start in business to an ABSOLUTE CERTAINTY. 


The parent can take one of these policies on the child’s life, the 

policy to mature when the child is ready to enter college or 

technical school, using to pay the annual premium the sum 

which would ordinarily be laid aside as a sinking fund for the 

child’s education. The policies can be written for a small addi- 

; ¥ — tional premium, whereby should the death of the parent occur 
New OT tithgon dor prior to the maturity of the Endowment, the Company will 
| Chicago waive the payment of future premiums, mature the policy, and 

pay the proceeds to the child just the same as though the premi- 


Agency Openings in ums had been duly paid. 
Illinois 


ee This proposition is live, it is easy to sell, and will greatly en- 


lowa hance the already valued good will of the Central Life. Many 
South Dakota a parent will thank the Central Life agent in the years to come 


Texas for this protection afforded their little ones. 
Missouri 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 
720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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Our Trade Mark 





~ = 
GET YOUR SHARE—DON’T LEAVE IT TO OTHERS 


ILLINOIS MANAGERS WANTED 


At Bloomington — _ Freeport — _ La Salle 
Elgin — Peoria — Springfield 








Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 





LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 





INDIANAPOLIS, INDIANA. — 
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Thirty-first Annual Statement, January 1, 1924 


Illinois Life Insurance Company 


CHICAGO 
JAMES W. STEVENS, Founder 


GREATEST ILLINOIS COMPANY 


ASSETS LIABILITIES 
Bends and BOmks. wc. cccssccccccsess $ 4,867,906.03 Death losses due and unpaid......... None 
Th ety SHE SEND. 6 cccewsescousues 1,193,684.50 Death Losses in process of payment and 
Cash in Offices and Banks (at int., proofs of loss not yet completed..$ 64,455.00 
GROUPED cc evececcccnsecvess 256,420.28 Reserve to cover amounts not yet due 
Real Estate, Unincumbered........... 1,988,533.60 on Instalment Policies............ 69,839.22 
First Mortgages on Real Estate and Col- Legal Reserve to protect outstanding 
EE BAD ods eccsnceccccdsins 11,452,077.00 policies as computed by the Illinois 
Loans to Policyholders not exceeding Insurance Department .......... 19,207 846,00 
Reserve, fully secured by policies... 3,169,772.53 Premiums and Interest paid in advance 83,161.24 
REE TATE 6c csccsécscccsseses 233,030.50 Miscellaneous Liabilities ............. 160,119.77 
Net Deferred Premiums and premiums Survivorship Investment Funds....... 1,879,106.02 
in course of collection (less expense Reserve for Contingent Liabilities. .... 207,716.89 
loading on same), wholly secured RES EE. SNe da. ccd adec cocccas 2,036,688.47 


by legal reserve and other credits 547,508.17 


$23,708,932.61 $23,708,932.61 


Payments to Policyholders and Beneficiaries since Organization, $24,940,555.79 


FIVE YEARS RECORD 


Year Ending Dec. 31, 1918 Year Ending Dec. 31, 1923 INCREASE 
I one ene pees sean heesesdabes $ 752,813.10 $ 1,168,288.40 $ 415,475.30 
ed ahah ek Aue vies owed 664 2,817,845.45 4,341,381.42 1,523,535.97 
SE cre oo ek eta lease eee eened bak 15,419,825.57 23,708,932.61 8,289, 107.04 
I Ck ic cied neha evawow eeu ous . 90,043,984.82 150,301 ,990.62 60,258,005.80 


Home Office of the Company 


Illinois Life Building, 1212 Lake Shore Drive 


The ILLINOIS LIFE is the Dean of the Legal Reserve Life Insurance Companies of Illinois 
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RECOGNITION 


RECOGNITION of the true basic 
principles of Legal Reserve Life Insur- 
ance in the early organization and 
foundation of the Kansas City Life 
Insurance Company, applied in all de- 
partments throughout the years have 
won the recognition of the general pub- 
lic in the territory in which the company 
operates. 


COMPETENT MANAGEMENT has 
guaranteed every advantage of syste- 
matic organization, careful selection of 
business and strict economy in ad- 
ministration. 


POLICY CONTRACTS embodying 


the most approved forms of protection, 


covering the widest possible needs of 


the insurance public, have at all times 
been written 


AN AGENCY ORGANIZATION has 
been built up and educated in the highest 
aims of life insurance salesmanship. A 
type of service is given to the Sales 
Force that produces the greatest devel- 
opment of the individual agent. 


SERVICE TO POLICYHOLDERS is 
a paramount issue in every department, 
and the fulfillment of the real purposes 
of Life Insurance our greatest aim. 


KANSAS CITY LIFE INSURANCE CO. 


KANSAS CITY, MO. 


J. B. REYNOLDS, President 
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MANY SPECIAL TAXES 
BOOST INSURANCE COST 


E. E. Rhodes Gives Figures to 
Show Effect of Present 
System 


TWO CHANGES SUGGESTED 





Would Unify Taxing Schemes and 
Eliminate Tax From Insurance 


to Pay Taxes 





CLEVELAND, O., May 7.—The ef- 
fect of special insurance taxes on 
insurance protection and savings was 
Rhodes, vice- 


Life, 


discussed by Edward E. 
of the Mutual 
speaking before the meeting of the 


president Benefit 


in- 





co. E. 


RHODES 


the United States 


Chamber of Commerce in Cleveland to- 


surance section of 


day. Mr. Rhodes showed that taxes 
have increased the cost of life insur 
ance 8.3 percent, which is an unjustified 
burden to the average policy holder. Mr. 


Rhodes presented two constructive 
gestions, one to eliminate the tax on li 
insurance carried to pay taxes and the 
other to unify taxing systems through 
out the country and thus eliminate much 
] and accounting Mr 
Khodes said in part 


egal expense 


Mostly Small Policyholders 


“Life insurance as generally con 

ears no analogy 
ions of a commercial 
| 


ole aim and purpose is mutuality and 


to the ordinary trans 


enterprise 


cooperation, not for the purpose of 
ne, profits, dividends or corporate re 
ceipts, but solely to give to its policy 
ders insurance protection at actual 
st 
“It is true that men of wealth have 


of life insurance im 


death then 


vailed themselves 


rder that at their executors 





MANY NEW FEATURES 


BIG INCREASE IN DIVIDENDS 


Doubling of Policy Limits Announced 
By Mutual Benefit at General 
Agents’ Meeting 


Several important 


tured the 
the Mutual 


- 
office in Newark, 

















most important b t n- 
crease in dividends ot approximately 10 
percent for 19 payments rhe gen 
eral agents had been called in from all 
parts of the country for a three day 
conference and leit the home office with 


beralized offers that should 


volume ot 


the many h 
result in a greatly 


business. 


increase d 


Dividends Greatly Increased 


President Hardin opened the conven- 





tion with an announcement that the 
company is now complet the details 
on its new dividend schedule which it 1s 


believed will show an 


ot about 10 percent \ gener 

justment in the schedule will be made 
to make it contorm with recent actu- 
a investigations, the greatest in 





creases being shown at the younger 
ages where the dividends are expected 
to be about 20 percent irger than in 
the present schedule It was also an- 
nounced that the Mutual Benefit will 
put all of its old percent reserve pol- 
icies on a 3 percent basis Approxi 
mately $40,000,000 of business will be 
affected by this change These were 
only a few years ago changed from a 
4 percent to 3'4 percent basis 


Policy Limits Doubled 


Increased limits on single risks 
also announced, the Mutual 
double the 
written on a single 
from 14 to 60, if the 
the risk particularly 
give the company a 


accepting 
risk 
exami on shows 
This will 
£200.000 





desirable 


limit of on 


ages 25 to 55, while it was formerly 
100.000 The present limits are as 
follows Ages 14-16, $10,000: an in- 


$10,000 each year until age 


$100,000: a d 


crease ot 
24; ages 25-55 


$10,000 for each vear to 





oo 70, $50,000, For all aues ur ae, 60 
these limits are now doubled on desir 
ible risks 

may have cash available to pav est 
taxes and to keep businesses inning 
without sacrifice, but such men const 
tute a verv small proport t h 
holders Disregarding industrial insur- 
ance, the average policy its less tl 
$2,500, while 1 e policies are ssued 
for 31.000 than for anv other sum Life 
Insurance ! mpat cs if there t re 4 T 
posed in the main of men and we ’ 
n very moderate re st s, wil 
pav their emiums at a ¢ siderabl 
sacrifice, and to w every dollar u 
necessarily p d sa bi let 


I bring out the facts clearly | 
me give the figures of a fairly larg 
representative company tor the year 
1923 Che utstanding imsurance was 
approxin itelv $1,.600,000,000 lhe pr 

(CONTINUED ON PAGE 26) 











amount formerly 


GOES WITH NEW WORLD | PREDICTS GOOD YEAR 


IS VICE-PRESIDENT 


Has Made a Good Record as Assist- 
ant Superintendent of Agents of 


COLLINS 


the Pacific Mutual 








JAMES L, COLLINS 
» 190 s an ge ‘ \ ‘ 1 T 
L s Angeles I \ < i s 
s thern (4 ige S ater < 
Ca c i iv< 11s ¢ vit 
e ra Mut < ites 
\ { t VA . estat T 
x ¢ t 4 ‘4 
| s e resigne r 
| c ‘ > bd ‘ 
the held s« e ae rtm 
Man of Fine Personality 
In ag i 
‘ \ \r 
c ~ W t t | 
( s _ ] . S 
cas “ rs \ \“ ‘ 
| ‘ ~ rs . 
este : . 
' 
St S DOSses 
x ~ s¢ 
" 1 
. c \ ‘ 
success N 
\\ 1 te the w \ As 
en t eT ' ging 
ities Ss new positior 








FOR LIFE INSURANCE 


Research Bureau Report Indicates 
That 10 Percent Gain Is 
Expected 


BUSINESS ON DOWN TREND 
Believed, However, That General Con- 
ditions Will Have No Effect on 
Insurance Market 











The quarterly review of life insurance 
and business conditions published by the 
] Insurance Sales Rese Bureau 

cates that the est ite made at the 

the year, that lite insurance 

t would show crease of about 
ercent over tl of 1923, is still 
‘ of the bureau, in spite of 
ported downwa trend in gen- 
business conditions The report 
hat the first quarter of this year 
ellent for the ordinary lite insur- 


usiness, espe cially in relation to 
a record 


usiness. Last year was 
year for activities in many in- 
although there was a down- 
nd in general business during 
of the year. During De 


was a recovery 


al business 
to a wide 
the future 





Predict 10 Pereent Gain 

last quarterly report < f the 
it was predicted that life 1in- 
would show at ease of 
0 perce ver tl 1923 figures 
ta t \ i iverage iIn- 
| has beer 1 per- 
bure its t, however, 
t is ‘ l percent is not 
! ‘ ed but that 10 
pet s s Ss tre iverage tor 
he t G i 181 
ness 2 , ed the i roved 
x s er and there 
sa ge t {1 downward at the 
wnes ae hat the 
| g ‘ t ted 
s c t 1 the coun 
tr : \ sing Although 
gy activ vs a rease dur 
} x t st « ‘ S I t over 
| t . 61 < nt 
t st q 1Y22 t $s is 
N sual a t of 
; R New Y k City 
: $ it if this 
: sing t t will 
gry $ $ c y a ser 
> 5 N $ them 
i gag g t vs used 

General Business Net Good 
rt ft states that al- 
; ’ aut } et s gen 
s x ; ‘ 1 Vv v $ 
"I $ xa it or 
t statis 3 it 
s i s : t i ivor 
i : v it ti re 
. } k ; r us! 
ess a man t is will be 








4 THE NATIONAL 


made. Any reduction in the activity of} MEDICAL PROGRAM OUT 1 


the automobile industry will have a bad| 
effect upon a great number of trades 
and also upon the payment of a great} EXCELLENT LIST 
amount of loans which have been made 
upon automobiles. It is estimated that 
these loans now amount to about $2,- : : : 
Coase Ra the te ie ane deel Section of the American Life Conven- 
industry, production and consumption) tion Will Hold Annual Meeting 
expanded during the first quarter, but} at Atlantic City 

prices did not hold very well and early} 
in April there was evidence that the} 
industry was slowing down. The rail- 
roads have been a strong force holding 
up business, as they have entered large} 
orders for replacing their rolling stock] 


IS GIVEN 


The program for the 14th annual 
meeting of the Medical Section of the 
American Life Convention to be held 


at the Hotel Traymore, Atlantic City, 


and maintaining their rights of way.| N. J., June 4-6, has been announced. 
Chey also have increased their earnings} Dr “Henry W. Cook vice-president of 
over last year by a substantial amount.| the Northwestern National Life. is 


chairman, and Dr. F. L. B. 
the Federal Life is secretary. 
as follows: 


WEDNESDAY, 


Jenney of 
The pro- 


Little Change Shown 


Che report states that the agricultural} ovamn te 
situation showed little improvement in| 
7 j JUNE 4 
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PROVIDENT ROUND-UP |PROGRAM IS SENT OUT 


May 8, 1924 


GENERAL AGENTS CONVENTION | AMERICAN INSTITUTE RALLY 


President Wing and Vice-President Way | Annual Meeting Will Be Held in Chi- 
Deliver Addresses at Business cago, June 12-13—lInteresting Line 


Sessions of Subjects 


PHILADELPHIA, PA. May 7.— Secretary Donald F. Campbell of the 
General agents of the Provident Mutual | American Institute of Actuaries has a 
assembled here this week for their an- | nounced a program for the ann 
nual convention. The gathering will be | meeting to be held in the Hotel 
concluded today (Thursday). About 50 | Salle, Chicago, June 12-13. 
general agents of the company from all The board of governors will meet 
parts of the country attended. S. P. | the afternoon before. The Institute will 
Ellis, general agent at Cincinnati and | convene at 10:30 a. m., central standard 
president of the Provident Mutual Asso- | time. The program is as follows: 
ciation of General Agents, presided at 
the business sessions and responded to 





| Formal Papers 














the first quarter of » year, prices con-| oa . : , . 
+. , thei " . : fine gra H a ae 10:00 A. M the address of welcome on Tuesday Certain Generalizations of Osculatory 
inuin ier downwa end and poo » L } 5 . : r: Sag “po on y R , 
nd ti ns being reported in 5 coolly sore | . made by President Asa S. Wing. Gra- |I™terpolation. J. F. Reilly 
conditions being *T . é *C-] > . . : : : . T _ - the Cal ‘ on of 
+r} oe b littl I Pe Chairman's Address—Henry W. Cook, |ham C. Wells, general agent at New Auxiliary Tables for the Calculation of 
tione ore hac e » che > “i. : wT; > iS ¢ teserves or e le- 
ti here ha een little change 1M} wy Dp.. Vice-President and Medical Direc- York and president of the National N t Premiums and R serve for the I 
the state of this country’s foreign trade - Nort! w ‘ aT at , é ; 7 » . ferred Annuity Benefit Under Continuous 
c a tor Northwestern National Life, Minne- \ . ’ ie [ | ste al 
. : | Association of Lil¢ nderwriters, also |; ’ Pol s H. W. Curiel 
during the past three months, a very! apolis. roe tyres hand eget did Will nstalment Policies. . Curse 
’ rT —e ™ spoke ) uesday 1oO zy as c - . ‘ Tvpoer Cc oO lity 
depressed state being reported. The re-| Address— William R. Ward, M. D., ee yo “ Washi oe D.C International Typographical Mortality 
, . am 8B. Burrus otf as rto nventia 913-1921 - oC . ; 
port looks to improve conditions to aj President Association of Life Insurance | ne 5 a oe Investigation, 1913-1931. N. ¢ - ie 
general adoption of the Dawes’ plan for} Medical Directors of America } Address by John Way Monthly Annuities Certain. R, E. Ken- 
reconstructing and securing reparations Secretary's Report F. L. B. Jenney, : : : 7 non J . . 
irom Germany. Whol apy | M. D., Federal Life, Chicag |. Vice-President John Way spoke on On the Nature of Probability. Samuel 
irom =German) seeeee-— and retail| “The Effect of Major Surgical Opera- Tuesday afternoon having as his topic | Barnett 
price s show declines. Phere Was 4! tions Upon Insurance Mortality Marion |The Provident of Today.” There was Informal Discussions 
sorfot re ) ry n th ) es > “@ . . . O4 : 
“us nl 1, a j he wholesale ae Souchon, M. D., Pan-American Life discussion o1 My 1924 plan lor im- Monthly premium insurance 
level during February, but_ the March| Discussion—A. (, Stokes, M. D., Pro- | creased agency force.” developed under a ' ca - 
deci overcal it rhe financial sit-| fessor of Surgery University of Nebraska, | three heads by S. G. Langdon of Harris- (a) How should the monthly premium 
iO hac he + hararterize w ¢ Omah: eb . “hy : en ae > -thalag be computed? 
a tic a ‘ laracterized by an| Omaha, N : iburg, Pa.; Altred Matthews of San Fran- = : : , — 
“a y " . ilable 1 Discussion Frank Harnder: M > 7 ‘ : (b) What should be the minimum 
‘ ice money available at low yy cisco and Guy Doud of Davenport, la = > 
P } mer . Midland Mutual Life, Columbus, O be . , * |monthly premium charged 
i Th vement ¢ security prices , , (The general discussion was lead by : : 
' t ; , er bonds and dow! Discussion——W H. Browne = Dr 22 ——. = — o ee . (c) When should commissions be pay- 
s cen Upwa ~- OnGS and Gown American Life, Detroit. Mic Harve Weeks of Buffalo, Treman M. able? 
tor stocks lhe report of the ving” ,;Grant ot Portland, Maine, and Richard (d) What penalty should be exacted 
1 tat +h he ¢ ‘ os . | , ’ “ 
( iu states that the proposed 200 FP. M. W. Deave Wichita, Kat from the agent in event of lapse after 
- ~ 2 m I 
soldi . j upon with “Selection Against the Company ] addition to the bu SS st ssions |only a limited number of monthly pre- 
. ¥ . , cles, but it] Martin I. Olsen, M D., Central Life, | there was a trip to Valley Forge and | miums have been paid 
+ lesa) ' rt ' , ' 
s pt t s uable sales ap-| Des Moines golt at the Philadelphia Cricket Club. Annuity rates 
i sur ‘ Phe agents Discussion—J, R. Neal, M, D., Mutual a What mortality tables and rates f 
‘ ‘ rospects the bene Life of Illinois, Springfield, I! | interest should be used for 
g s proposing to give,| _ Discussion—J. T. J. Battle, M. D., Jef- New Medical Director Named (a) Immediate annuities 
' , erson St ife, Greensboro : : 
effective sales arguments having been| f™80n Standard Life, Greensboro, N. ( 5 lal . + - : (b) Deferred annuities 
¥ - re Discussion—Frank L, Grosvenor, M. D Dr. Ralpl r. Gilchrist, Milwaukee. F 
b £ ) press o~_ : . fc) Reversionary annuities 
Travelers Ins is eel appomnted assistant me al ; t ttl t nder 1! 
{ se elnie 1 s ae hain 
Down Trend No Handicap “Interpretation of Mitral Murmurs lire . f the Northwester Mutual | a) Annuity — _ 
W. S. Thayer, M. D., Johns Hopkir Uni . +. Pp Col tured endowment policies, 
rther tates that th versity, Baltimor Ma Boh EC rie Die Srasuate ¢ a (e) Reversionary deferred annuity) 
. Dor ——-s Oskaloos | ‘ Pus ¢ ' ; ) or 
gcner ’ end I bu ess Discussion—H. W. Gibbons, M. D., | “ats and Rt “ Me portion of continuous income policy 
r ; nN t wo Nn i ; \ ope 1 eT ore "y ” ° 
' as Cisadava Western States Life, San Francisco + estan : : cae —_— emai pee . ames a 
c 5 s for whx n bus! Discussion J. Allen Pattor M I 191” n server wit! Dr La rence (; icy 
€s5 > < p and the peopl Prudentia is es ormer sist t medical direc- Binding receipts 
\ ‘ vecome relativel , Discussion—Oscar H. Rogers, M. D.,/tor of the comany, an mterne in What has been the loss experience 
ette ’ ' bu in-| 'eW York Life ithe Milwaukee count hospital He ife companies under the binding receipt 
] or , life in __ some Obser vations Base d oon Risk vas appointed a home oftice examiner | or interim policy (the insurance being in 
( t ' eter wu the| (Oommittee Work I. KE. Flanigan, | 4f the compat in 1912, and has served | effect before delivery of policy to in- 
e ere 5 Rea tuary Bankers Life, Des Moines , - 1 sured)? 
re r . re re ded in anv first }the company continually except for a 
’ r percent below tl THURSDAY, JUNE 5 } tw ear period spent as a major with (a) What is the minimum , nee at 
t quarter of 192 o:30 A. M. j the medical corps of the United States | Which applications are accepted? 
Ce ae pe cae : : 3 . em) et of ti ne in France. Sin b) What statements are required in 
ighest-quarter on rec The Value of the Numerical Method | @™™Y, part of the time i Fra = prt f tion and what signatures ar 
ré I ther gure show that about! as a Guide in Medical Selection Oscal \pril, 1920, he has served as chief ex- |#Ppiication  ¢ ; i 
1 1 ecessi y 
$750.000.000 dinary life insurance! H. Rogers, M. D., New York Life. liner for the company in Milwaukee |" webs ; : 
] ] rovisions ar ade as oO 
( ed J s wing the tre (Jeneral Discussion and aiso has had ch irc ot the home (ce) Ww -y : he . anes - _ , 
. e ¢Oo “oO ‘ 0 by = 
? us ‘ that could Some Actuarial Aspects of Under- ot Y laborator\ Dr Lawrence (ys. th ntre - ; I - 
‘ ‘ Fj the prospects | Writing Arthur Hunter, Actuary New | Svke whom Dr. Gilchrist succeeds, — 
ee the physical York Life was recently appointed medical director 
Discussion—Lawrence M. Cathles, |of the Connecticut General Life Decision on Grace Period 
President North American Reassurance f W 
- on a New Yor} In the case of Cleo . Gates, wile ol 
LONDON MEETING CALLED OFF Bi. OEE OY PR . Uraiteen Gates of Cinclanatl, veruns the 
McCloud, M. D., Minnesota Mutual Life FRIDAY, JUNE 6 Western & Southern Life, Judge Rob 
Insurance Advertising Conference Will | ‘' St. Paul, Min: | 9:30 A. M. ert S. Marx, of the supenor court im 
= . > ID cuss r Ros Hustor M i inc } s decision 
Not Send Representatives to Eng- ebinens Kate Wane anne Prognosis and Interpretation of the | (imemnati handed down hi lec ion 
land to Attend the C ti OTS SHS, OS Byer 1S r Amounts of Gly uria’——Fred- | Monday of this week holding that the 
« . is w , wy ‘ \ > | | i ; : a 
7 . . f ee was lates lerick M. Allen, M. D., New York City period of grace tor payment ot prem 
in Life, Springfield, I Sitineiiaaane ums regardless of any statement in the 
t ) ‘ rie I M I) . . ~ , : F 
‘ t f Soper, ¢ the ! on . po ‘ li re period oO! 
] ; “, Be rhe Interpretation of a Past History | Policy to the effect that the pe od 
Lave g Conterence f Glycosuria”—Frank P. Righter, M, D,, | tace is allowed only after the first year 
. t e proposed conterence 200 P.M \tlantic Life, Richmond, Va The decision of Judge Marx was based 
tising me n Lor Me nterpretat f Disability | \dministratt of the Glucose Test” | upon Section 9420-2 of the Ohio statute 
t ft r the te tional \ tions nd « " Hi \. Bake 1. B. Steele, M. D.. Volunteer State Lifs | which provides ior a grace ot one month 
ee , dvert g { ri the “ot Ka as Cit Lif l (hattanoc gn, Tenr tor the payment ot all premiums, alter 
\ r ¢ oft On! al I) sior H W Dingmatr M J Erief Chutiine of Laboratory Methods" the “first.” The judge dec lared that the 
‘ the nee Advertis ‘ t ntal Ass i Chicago | Francis B. Kingsbury, M. D Metro word “first” does not reter to “vear 
yg f 1 that the could Dis sion—Geo,. Grahan Vi Pres }politan Life but does refer to the word “premium 
1 t esident Soper had ir dent nd Actuary Central State Life Interpretation of Small Traces and | and that even though the premiums 
- ~ £ . ‘ ‘ ilyvcosuria”™ Stanl« , 
et » to det ds o : Me satermittent — <3 - caatey may be paid quarterly, the 30 days grace 
1 >} ! session Harry €. Bates. Metrope | Benedict, M. D., Metropolitan Life ) 
t ‘ ( ‘ the Phoenix > . it ctiesincmaaa Miaabidin for Gis uria’ | Must be permitted to apply after the 
r 1 I fs | utes indi ‘ val ins Lee i COosu ‘ 4 " 
f the } t of Agents in Requirements W. E. Thornton, M. D., Lincoln National | first premium has been paid 
5' ger nd the deat ‘ ‘ " ; - ! bert M It ‘ ly ifs Fort Wayne Ind Judge Marx said that to hold that 
' » . vied “ee tior Lobe . Vv «y ° - ‘ 
\ « t 1 ) ity 1 nayger 1D P) “ Mut 1 Lif liveel: 4 Contribution to Better Pub | quarterly payments are only installments 
] ‘ t the office The ¢ ~ GE] ? =— jlic Health Philip Marvel, M. D., At of annual premiums would lead to the 
- - s s ! ; ecke teg- | : ea , ~ 
t commiutt the Insurance Ad at Life, Davenport, I jlantie City, N. J absurd conclusion that even after the 
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SUGGESTS EDUCATIONAL 
CAMPAIGN ON TAXES 


Col. Dunham Points to Unreason- 
able System Now Employed 
by States 


ASSURED BEARS BURDEN 


Thus Policyholder Should be Shown 
the True Situation, That Public 
Influence May be Gained 


CLEVELAND, O., Ma 7.—Col 


: . . 
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NEW POLICY FEATURE 

PRUDENTIAL’S UNIQUE FORM 

Will Issue Whole Life Half-Rate Pol- 
icy, With Attractive Early 


Year Rates 


NEW YORK, N. Y., May 6 
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EDITION 

SELECTS THE SPEAKERS 
PROGRAM FOR LEGAL SECTION 
Chairman W. H. Hinebaugh Is Com- 


pleting the Program for the Annual 
Meeting in October 


‘ t ( ( 

l ‘ Leg » > 
| \ ~T" 
SEES PENSION FUND GROWTH 


Vice-President James E. Kavanagh of 
Metropolitan Discusses This Ques- 
tion Before U. S. Chamber 


Delay In (ontly 


Sun Life to Enter Illinois 


TO INTERPRET FOREIGN 
INSURANCE CONDITIONS 


Interesting Edition Will Be Issued 
by the National Under- 
writer This Fall 


WILL BRIDGE THE DEEP 


International Number Will Serve to 


Bring Underwriters of the World 


in Closer Contact 


Grasp Werld Point ef View 


Will Have Fereign Edition 


“Gilet \equatinted” Namber 
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Associated Snniien Clubs _ of the 
World will meet in London in July and 
on this account THe NaTIoNAL UNDER- 
WRITER feels that this is a fitting time to 
get out this foreign number. 

WIHll Be an Issue of Quality 


The many special editions gotten out 


by THe NationaL UNpDERWRITER in the 
past are a sufficient guarantee of the 
quality and value of this issue. The 


large circulation which THe NATIONAL 
UNDERWRITER enjoys on both its fire and 
life editions insures the largest possible 
circulation and publicity for the mate- 
rial that will be presented. This mate- 


rial will be secured at first hand, both 
through the United States representa- 
tives of the foreign companies which 


are doing business here and directly in 
person from the home offices in London 
and other European centers. 

The editorial work will be done by 
E. Jay Wohlgemuth, president of Tue 
NATIONAL UNDERWRITER, and the business 
department will be handled by Mrs. 
Nora Vincent Paul, vice- -president, both 
of whom will leave for Europe in June 
with their families. The excellence of 
the number and the value to be gained 
from it will largely.depend upon the as- 
sistance given them by American and 
European representatives of foreign 
companies. It needless to say that 
the number will have nothing of the 
write-up character about it. That sort 
of publication has long since passed 
into the Fanning 

THe NationaL UNperwRITER bespeaks 
from foreign company men everywhere 
their cordial cooperation in this effort 
to bring to American insurance men 
definite information and _ interesting 
data that will serve to bring the insur- 
ance men of the world closer together. 
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QUESTION DOUBLE INDEMNITY 


Case Now Before District Court in Chi- 
cago Brings Up Interesting Phase 
of Contract 


An interesting case under the appli- 
cation of a double indemnity clause is 
now before the district court in Chicago, 
the Gits suit for $10,000 against the 
New York Life having been trans- 
ferred last week to this court from the 
Circuit court. The case arose over the 
death of the policyholder, Alphonse Gits 
of Oak Park, IIL, in an aeroplane acci- 
dent, the New York Life having paid 
the face of the policy, but denying lia- 
bility for the additional $10,000 under 
the double indemnity clause. In the 
answer to the complaint, the New York 
Life has stated that the death of the 
policyholder did not occur under con- 
ditions to which the accident portion of 


the clause would apply. Gits was tak- 
ing off in an aeroplane which he had 
hired for a brief ride and, overcome by 


the movement of the machine, unstrap- 
ped himself and jumped to the ground. 


The New York Life claims that. while 
this was not committing suicide, it was 
committing self-destruction and the 


double indemnity clause would not ap- 
ply. Further, the New York Life claims 
that its double indemnity clause specific- 
ally exempts coverage for aeronautic op- 
erations and claims that this case would 
be covered under that exemption. The 
plaintiff, however, claims that Gits was 
merely a passenger and this connection 
could not be termed an aeronautic op- 
eration 


Gets Out Correspondence Course 


The Union Central Life has issued 
Volume 1 of a correspondence course 
for Union Central agents. This book of 
53 pages is called “The New Agent's 
Handbook.” It contains in the briefest 
form the essential] instruction which it 


salesman shall 
details to the 
indicates what 
shall be studied 
before the agent 
and while he learning. The 
was distributed at the Union 
agency convention in Cincin- 
week. 


is necessary that the new 
have, though it leaves the 
company’s manual. It 

parts that manual 
particular care 
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VIEWS ARE GIVEN ON MEMORANDUM 


ON TOTAL AND PERMANENT CLAUSE | 








HE NatLtonaL UNDERWRITER asked 
Vice-President H. G. Scott of the 
Reliance Life of Pittsburgh for an 
opinion on the memorandum submitted 
to the Insurance Commissioners Con- 
vention by Insurance Commissioner Smith 


of Wisconsin on the total and perma- 
nent disability clause. Mr. Smith took 
the position that the life companies 


were encroaching on the preserves of 
the health and accident companies and 
were paying temporary total disability, 
and were not confining the class to per- 
manent and total disability. Mr. Scott 
conferred with Assistant Secretary and 
Actuary J. N. Jamison and Assistant 
Secretary L. P. Gregory, who has en- 
tire charge of the accident and health 
department. After these three men had 
discussed Mr. Smith’s question, Mr. 
Gregory wrote a memorandum express- 
ing their views which therefore the 
Reliance Life viewpoint. The memo- 
randum is as follows 


1s 


Contains Pertinent Comment 
“The paper presented by 
sioner W. Stanley Smith of Wisconsin 
at the recent Convention of Insurance 
Commissioners contains some decidedly 
pertinent comments on the subject of 


Commis- 


total and permanent disability benefits 
in life policies, interesting alike to life 
companies and to companies writing 
accident and health insurance. 


“For some time, the development of 
the total and permanent disability clause 
in life policies has been such as to cre- 
ate in the minds of many life under- 
writers grave concern as to many and 
various phases, features and conditions 
arising from and corollary to the proper 
functions and limitations of life insur- 
ance. After all, the primary function 
of life insurance is indemnity for loss 
of life. The theory that, to all intents 
and purposes, life is lost when total and 
permanent disability intervenes, ten- 
able. As a corollary proposition, the 
contract in effect, matured if total 
and permanent disability occurs. There- 
fore, waiver of premiums after the oc- 
currence of total and permanent disa- 
bility, in consideration of a reasonable 
premium charge for that contingency, 
is proper. It logically follows that dis- 
tribution of the proceeds of the policy 
over a period of years and at the time 
of the policyholder’s greatest need, may 
well be considered as a proper function 
of a policy of insurance on life. Fur- 
ther than this, it is, at least, an open 
question, if not one of serious doubt, 
whether a life company is justified in 
going. 


is 


18, 


Benefits Are Extended 
“The benefits granted by the total and 
permanent disability clauses of practi- 
cally all life companies have been so 
extended during recent years that the 
purpose and limitations of the original 


disability clause have been vastly en- 
larged. Whether or not an adequate 
premium is being received for the 
largely increased disability benefits is a 
debatable question. The = disability 
clauses in nearly all present day life 
policies provide that disability which 
has existed for three months will be 
presumed to be permanent. In other 
policies it is provided that payments 
will begin after disability of two weeks 
Some clauses provide for monthly pay- 


ments of 2 percent of the principal sum 
for the first vear of disability and 1 per- 
cent per month thereafter. One clause 
provides a monthly income of 5 percent 


of the principal sum insured. Another 
clause is accumulative. It provides for 
monthly payments of 1 percent for the 
first five vears ot disability, 1! percent 
for the next five years’ period and 2 
percent thereafter. Other clauses pro- 
vide that premium waiver and income 
benefits shall be retroactive, upon ac- 





ceptance of proof, to the date of the 
disability. 
Companies Vie With Each Other 


“One hesitates to predict to what 
lengths companies may go in extending 
and elaborating the disability clause. It 
has already grown away from all resem- 
blance to its progenitor. As each new 
improvement in the disability clause ap- 
pears, other companies adopt the inno- 
vation and frequently go further. In 
the absence of any known and accurate 
data based on American experience, it 
is questionable, at best, whether the 
moderate premium rates charged for 
the ever-increasing disability benefits 
are adequate. It may even be doubted 
that some of the smaller companies are 
justified in incurring the enormous lia- 
bilities which these liberal disability 
benefits are accumulating. In the case 
of mutual companies, and particularly 
so with respect to participating insur- 
ance, it may well be urged that the ever- 
mounting cost of providing constantly 
liberalized disability benefits in life in- 
surance will react to the disadvantage 
of the company and to the holders of its 
policies. 
Expensive Frills Added 

“The situation has developed among 
life companies a problem similar to that 
which has confronted the casualty com- 
panies for many years. Through stress 
of competition, the casualty companies 
have elaborated their policies with va- 
rious and expensive frills which are now 
recognized as the bane of the accident 
and health business. All casualty com- 
panies are in the same boat. Competi- 
tion and absence of concerted action are 
such that remedial measures have been 
found exceedingly difficult and well- 
nigh impossible of accomplishment. 
The elaboration of benefits in health 
insurance has been such that the 
ratios on that class of business 
been notoriously high for many 
with the result that this class of busi- 
ness has been transacted by the com- 
panies at an invariable loss. A number 
of years ago, the casualty companies, 
in a commendable effort to reduce the 
lapse rate, incorporated an accumulative 
provision in accident policies whereby 
the principal sum and specific losses 
would increase 10 percent annually for 
five years in consideration of annual 
premium payments, until the original 
principal sum was increased by 50 per- 
cent. There was considerable justifi- 
cation from the standpoint of business 
policy for the accumulative feature. In 
the fullness of time, one of the casualty 
companies, in an effort to outdo its 
competitors, introduced a fully accumu- 
lated policy; that is, a contract which 
contained the 50 percent accumulation 
on principal sum and_ specific losses 
when issued. All other casualty com- 
panies promptly followed suit. The in- 
evitable result was that all the benefit 
of reducing the lapse ratio through in- 
ducement to continue the policy in force 
was lost and, at the same time, the lia- 
bility the companies was very mate- 
rially increased without any offset in 
premium rates. 


loss 
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years, 
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Writing Non-Cancellable Disability 


Under total and permanent disability 


clauses now in general use, the life com- 
panies are actually writing non-cancel- 
lable accident and health insurance, the 
benefits being effective in all cases after 
disability of 9 days and in some cases 
with a waiting period of only two 
weeks. Even among the accident and 
health companies, non-cancellable insur 
ance has not been universally accepted 
as practical The majority of the life 
companies which are actually transact 
ing the business of non-cancellable ac 
cident and health insurance are not 














| 
| 
| 
| 
| 





| 


CARRIED A LARGE LINE 





HAD CORPORATION INSURANCE 





Henry M. Byllesby Was Firm 
Believer in Business Protection, 
Having a Million Such 


Insurance 


a 





H. M. Byllesby, head of H. M. 
Byllesby & Co., promoters of public 
utility concerns, who died suddenly 
while in the office of a dentist in Chi- 
cago last week, carried $1,000,000 busi- 
ness insurance. Colonel Byllesby was 
one of the foremost engineering gen- 
iuses of the day. His concern not only 
has expert engineers but it markets the 
for which 


securities of many concerns 
they act as engineers and which they 
promote. He personally directed the 


numerous business enterprises in which 
his firm was connected. He was 65 
years of age. 

He started with the electrical indus- 
try in its infancy, working with Samuel 
Insull of Chicago, in the office of 
Thomas A. Edison. Mr. Insull was sec- 
retary to Mr. Edison, and Mr. Byllesby 
was the practical engineer. For many 
years he was the consultant in rebuild- 
ing and revamping, and while he was 
doing this he visualized the idea of a 
wide string of public utilities clear 
across the country. He organized the 
firm of H. M. Byllesby & Co., for plan- 
ning, building, financing and operating 
public utilities. 

Took Out Business Protection 


The Byllesby organization owns and 
operates electrical, hydro-electric and 
gas properties, serving more than 600 
cities and towns. About ten years or 
so ago, Mr. Byllesby felt that business 
insurance would be a most beneficial 
thing for his organization, so he took 
out $1,000,000. In connection with this 
he took out $300,000 personal insur- 
ance to be paid to his wife. Other of- 
ficers in the Byllesby organization carry 
business insurance for the benefit of 
the firm. 


chartered or licensed to write that class 
of business. The accident and health 
companies are so licensed and they are 
regulated and supervised and required 
to conduct their business in conformity 
with standard provisions effective in 
the majority of the states. The mod- 
ern disability clause in life insurance 
policies enables the life companies to 
transact a health and accident business 
without conforming to the standard pro- 
visions under which the accident and 
health companies must operate. If the 
life companies propose to write acci- 
dent and health insurance, they should 
be chartered and licensed to conduct 
that class of business and should be re- 
quired to operate in conformity with 
the statutes applicable to it and under 
the regulations of the insurance depart- 
ments. 

Should Have Age Limit 


proper that 
life insurance 


is reasonable and 
disability clause in 
should contain an age limit before 
which the disability must occur, al- 
though this idea is apparently at vari- 
with the opinion of Commissioner 
Smith. It would seem that it should be 
sufficient in this connection to call 
attention to the fact that disability ben- 
efits are conditioned upon sickness, dis- 
ease or bodily injury. The benefits of 
the disability clause are not yet intended 
to provide pensions for infirmities aris- 
from senility. Commisioner Smith’s 
paper on this subject is most timely. 
It to hoped that it may provoke 
discussions which may result in 
rective measures in the control 
situation fraught with undesirable 
unfavorable complications and issues 
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A Remarkable Story of Progress 








What Does It Mean to 
You, Mr. Life Agent? 


The Record of One Year 





It is pleasant, always, to be the bearer of good tidings to the Life Insurance fraternity. This is 
a message of cheer and good will, resting on a foundation of incontestable fact—facts that, in them- 
selves, clearly point the future course of every thoughtful, ambitious Life Insurance field man. 


It is the desire of every worth-while field man to represent a worth-while Company. Judge our 
Company on the evidence embodied in the following summary of one year’s work—that for the year 
beginning April 1, 1923, and ending March 31, 1924: 

AN INCREASE IN LEDGER ASSETS OF 110% AND IN GROSS ASSETS OF 125% DURING 
THE 12 MONTHS ENDED MARCH 31, 1924. 

AN INCREASE IN BUSINESS IN FORCE DURING THE SAME 12 MONTHS’ PERIOD OF 
OVER $36,000,000, OR 85%. 

AN INCREASE IN BUSINESS PRODUCING STRENGTH, REPRESENTED BY NEW AC- 
TUAL WRITERS OF INSURANCE, ON THE FIRING LINE, OF 103%. 

AN INCREASE, DURING THE MONTH OF MARCH, 1924, AS COMPARED WITH THE 
SAME MONTH OF 1923, OF 75%, IN NORMAL PRODUCTION OF PAID-FOR BUSINESS. 


What Does All This Mean To You? 


The record of accomplishment of the Standard Life during the year is certainly not surpassed, 
if in any case equalled, by any other Life Insurance company in the United States. We therefore sug- 
gest to you, reasonably enough, that a consideration of these facts should give you occasion for 
serious self-appraisal. 

Are you breaking any past personal writing records? Do you stand out a winner in your field? 
Do vou appreciate the fact that it is little short of a miracle for a man—no matter how good—to 
break writing records, unless he is representing a record-breaking service institution — a Company 
that stands out—that has “the jump” on its competitors? 

A little careful self-analysis right now, giving the fore-going facts their due weight, will lead the 
average worth-while Agent, because he is worth-while, to the right conclusion. 


Call. Write. Telegraph. Radio. 


Tell us what you want, what you can do, what you want to do, where you want to work. 


We will be glad to confer and cooperate with you in working out a personal program of prog- 
ress during the coming year. Agents who are willing to work always succeed with us. The reason 
why is clear enough. Address— 


Standard Life Insurance Company 


716 Locust Street, St. Louis, Mo. 
J. R. PAISLEY, President 
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COMPANY 


MANAGEMENT ENGINEERS 


Methods 





Specializing in Advisory Work for 


Organization 


Main Office—40 Rector St., New York 
Western Office—327S. LaSalle St.,Chicago | 


Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 











W. L. MOODY, JR 
President 


IN FORCE 
$215,037,404.00 


Total 
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OF GALVESTON, TEXAS 
° SHEARN MOODY, W. J. SHAW, 
Vice-Presiaent Secretary 


FINANCIAL STATEMENT DECEMBER 31, 1923 


ASSETS LIABILITIES 
Real Estate Owned.......... $ 957,573.54 Net Reserve (American Ex- 
Mortgage Loans (First Lien perience Table, 3 & 814%)$13,683,716.00 | 
on Real Estate).....ccees 6,101,583.63 Reserves for Death Losses in | 
Coiateral Leses vccceccccce 25,000.00 Process of Adjustment or | 
Loans to Policyholders (On Adjusted and Unpaid..... 160,679.10 
this Company's Policies).. 1,655,851.80 Reserve for Taxes and De- 
TOMI 00-0 60.5.00066000600-06% 6,128 ,425.85 CURE. cacctesecscceccs 123,623.70 
Ce Oh De accecevssess 1,489,106.55 Miscellaneous Liabilities aS 223,398.24 | 
Certificates of Deposit (De- Capital Stock ..$1,000,000.00 | 
errr 2,452.15 Assigned Fund 
Interest Due and Accrued. 894,499.82 and Surplus .. 1,869,171.45 
Deferred and  Uncollected Surplus Security to Policy- 
Premiums (Net) ...ccccecs 307,849.80 BEND Seeesnceseséenseses 2,869,171.45 
Due from Other Companies 
Account Re-Ins. .......-. 7,500.00 
Unearned Fire Insurance Pre- 
F  MPTTTTETTTL LTTE 745.35 
Total Assets ....0+eeeeees $17,070,588.49 Total Liabilities ........0. $17,070,588.49 
ee ee $33,579,608.00 
i ih, i Si, von ¢0 sigue ee dn benee 6O0 oO8 2,773,964.00 
Increase in Surplus Security to Policyholders............ 313,347.00 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS | 





to Policyholders $17,070,588.49 


$2,869,171.45 
Operates in 21 States and the Republic 
Paid Policyholders Since Organization, $14,328,720.46 


of Cuba 











AMERICAN LIFE 
REINSURANCE CO. 








DALLAS, Magnolia Building 
CHICAGO, 29 S. La Salle St. 


Prompt Service From Both Offices 
Maxi 


OFFICES 





mum Security to Treaty Holders 








A. C. BIGGER 


President 


Cc. W. SIMPSON 
Medical Director 


FRED D. STRUDELL MORTON BIGGER 
Vice-President Secretary 
BERT H. ZAHNER 
Chicago Manager 
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‘NOTABLE PROGRAM IS 


PUT ON AT SEATTLE 


Entire Field of Life Insurance Is 
Covered at Pacific North- 
west Congress 


CANADIANS - PARTICIPATE 


Sales Demonstrations and Talks by 
Company Men and Insurance 
Buyers Were Features 


The 


cov- 


SEATTLE, WASH., 
field of life 
ered by speakers at the fourth annual 
| Northwest Sales held here 
under the auspices of the National As- 
sociation of Life 
the standpoint of education and inspi- 
the the 


new mark. 


May 1. 


whole insurance was 


Congress 


Underwriters. From 


ration as well as social side, 
convention set a 
A splendid attendance of northwest 


life underwriters, including representa- 
tives from British Columbia, was pres- 
ent. Harold H. Dahlquist of Equitable 
ot Iowa presided at the morning ses- 
sion. Three sales demonstrations were 
put on. The first was staged by 
L. Frank Brown of the Prudential, Seat- 
tle, and Dr. C. Everett Hesselgrave, 
Connecticut Mutual. 

A. L. Struthers of the Aetna, 
tle, led the discussion in each case. 
The second sales demonstration was 
given by A. C. Tousey, Tacoma; H. H. 
Orne, Everett, and C. K. White, Seat- 
tle, of the New York Life. and the 
third by H. C. Ries, Equitable of New 
York, Bellingham, and A. W. Dahl- 


quist, Equitable of lowa, Bellingham. 


seat- 


Good Addresses Given 


“The Medical Director’s Viewpoint 
as to Salesmanship” was the subject of 
an interesting address by Dr. Charles H 
Willets, Philadelphia, Provident Mutual 
Arthur H. Challiss of the Massachusetts 
Mutual, Seattle, spoke on “Clean Com- 
petition; a Tale from Real Life.” He 
was followed by William Goldman of 
the Northwestern Mutual, Portland, as- 
sistant to the president of the National 
\ssociation, whose topic was “The Na- 
tional Association and its Service to the 
Institution of Life Insurance.’ 

Insurance Buyers Speak 
community singing 
talks by large 
John P. Hart- 


In the afternoon 
preceded two 15-minute 
buyers of life insurance. 
man, Seattle lawyer, declared that first 
of all the insurance man must know the 
ability of the prospect to buy. Much of 
his talk was on the increased buying 
power of the country and he used com- 
parative figures to bring this out, dat- 
ing from 1881 when he graduated trom 
college. Hartman advised the insurance 
men not to let politics get into their 
profession but to get insurance men in 
to politics. Discussing life insurance 
as an investment he said: 

“There are only a few reliable invest- 
ments for saving by the masses. I 
list them as three, savings banks, high 
class securities and life insurance. And 
I put life insurance in first place. In- 
surance is the best of hard 
times when the temptation to draw on 
bank accounts or liquid assets can hardly 


assets in 


be resisted. I do not recommend fra- 
ternal policies. They do not give as 
much as the insurance company. Life 


insurance, to me as a lawyer, is partic- 
ularly a good thing to have for the set- 
tiement of estates.” 


Calls Life Insurance Profession 
Clarence W. Peterson of the Phoenix 
Mutual, Seattle. chairman of the after- 
introduced Nathan Ek- 


noon session, 
j 


stein, prominent hardware man, who 
gave a remarkably interesting inspira- 
tional address. He declared he could 
tell the Seattle men present because he 
had met them all, which drew a laugh. 


More laughter.resulted when Mr. Ek- 
stein said he had all the insurance he 
could carry and for the boys not to 
waste time on him. 

“Life insurance is a profession,” Mr. 
Ekstein declared. “One must trust 


the life insurance man as one does his 
banker, lawyer, and doctor. The insur- 
ance man must know his prospect's fi- 
nancial status, in fact his whole history, 


even to the skeleton in the closet if 
there is one. I believe an uninsured 
married man is not playing fair with 


his family. 

“The question, ‘How much _ insur- 
ance should a man carry?’ can be de- 
termined in a number of ways. He 
should carry insurance equal to his in- 


debtedness. And he should carry 
enough to let his family live in the 
same standard after he has gone. Men 


who say they cannot afford insurance, 
it seems to me, are saying that they 


cannot pay their bills. Lots of men 
figure life is an uncertain thing for 
other fellows but a certain thing for 


themselves.” 
Discuss Group and Insurance Trust 
“Group Insurance” was the subject 
of an address by Peter F. Bouquet, sent 
to Seattle recently to take charge ot 
this division of the Metropolitan Life 
He reviewed the growth of group busi- 


ness, both in the country and in the 
Pacific Northwest. 

R. W. Sprague, trust officer of the 
Marine National Bank, Seattle, discus- 
sed the insurance trust. He declared 


the giving of money in lump sums t 
inexperienced persons frequently acted 
as a millstone about their necks—that 
lump sums paid beneficiaries were often 
wasted. He dwelt on the elasticity oi 
the insurance trust, which enables the 
trust officers to give out money as it 
is needed most. He declared trust men 


are not competing with the insurance 
companies; that they had a common 
meeting ground. The insurance men, 


Mr. Sprague declared, made the estate, 
while the trust company managed it. 

Burns Poe, collector of internal rev 
enue for Washington and Alaska, 
cussed insurance and government in 
come taxes. He declared it was pos- 
sible for the insurance man to find out 
whether a man pays taxes but not how 
much and he caused a laugh when he 
said that those present could not deduct 
convention expenses in their report as 
legitimate charges. 

Canadian Makes a Hit 


1; 
dis 


business 


(An electrifying talk on the psychol- 
salesmanship was delivered by 

Gibbon of the Shirley Parker 
He dwelt largely on the im- 
expecting to win and stres 


ogzv oft 
James A 
Institute. 
portance ot 


sed the need of the right mental atti 
tude when approaching a prospect. He 
declared the degree of a man’s influ- 
ence over other men was the measure 
of his success. 

John T. McCay, manager of the Do- 
minion Life at Vancouver, B. C. who 


represented the Vancouver Life Under- 
writers, spoke on “Choosing a Voca- 
tion.” Mr. McCay enthused 
over the splendid program he had heard 
through the day that he demanded a 
rising vote of thanks for the commit- 
tee in charge, which was given with en- 


was so 


thusiasm. His remarks covered much 
of his personal history and he carried 
his audience to his side when, after 


complimenting the American nation, he 
declared that he liked Americans be- 
cause they were so much like the Can- 
adians, 

The evening session, which was pre- 
by George L. Buck of the 
Provident Life, Seattle, followed an in- 
formal banquet at 6:30. W. J. Hind- 
lev, former mayor of Spokane, Wasl 
and secretary of the Washington S 
Retailers Association, delivered an in- 
spirational address. 


sided over 
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Although Totally Blind else is due credit for bringing into the “TI have long ago eliminated the word 


official family of the Jefferson Stand-| trouble from my vocabulary and sub- 


Miss Taylor Ts Big Factor ard, its present chief executive, Julian | stituted for it the word pleasure.” 


Price. When Mr. Colwell retired from * * 
In Jefferson Sta n da r d the management of the Greensboro Life, 

officers of the company asked her to| woman is remarkable, but all the more 
HEREVER the Jefferson Standard| select from among its general agents! co because she is totally blind. In 1912 
Life is known, Miss Mary R. Tay-| one who in her judgment was fitted to} while having her eves fitted, through a 
is known. Miss Mary began her | become secretary of the company, and . 


Miss Taylor’s success as a business 





mistake in a prescription, the occulist | 


surance career with the old Greens-| assume its active management She] used the wrong medicine. Her sight 
ro Life, one of the companies which | recommended Mr. Price, and he was] was affected. and since 1916 she has 
| accordingly chosen She continued! peen entirely blind 
| until the merger in 1912 to serve as Under this handicap, many a person 
assistant secretary. | of less courageous spirit would have | 


* * . 


withdrawn from the wear and tear of 


When the Jefferson Standard, the} business life, but not so Miss Taylor. 








| 
| Greensboro Life and Security Life &| She has kept on, undaunted by her im- 
| Annuity were amalgamated in Septem- | Pairment 
| ber, 1912, Julian Price became vice- In addition to her connection with the 
: , | are dard vns “Th 
president and agency manager of the| Jefferson Standard, she owns “The An- 
enlarged institution, and Miss Taylor | toinette, a well known store and 
became secretary to the vice-president | beauty parlor in Richmond, Va 
and agency manager. Seven years later She has continued to take an active 
when Mr. Price was advanced to the} part in the affairs of her church, St. 
presidency of the company, Miss Taylor | Benedict’s Roman Catholic. She is a| 
“} ” 9 ' . +} s ; i } oe a » " 
dropped the “Vice” from her title. member ot its choir, and for several | 
- ; r } } heer ’ iden » 
Few women in the life insurance busi- | Vears she as been president of the 
lear Guild 
| ness have achieved the same degree ot Altar Guile ] 
} success, Miss Taylor is an indefatig 
able worker, and is gifted with a rare ; , 
~ : Grizzard System Outing 
| understanding of agency problems \ 
part of her duties consists in editing} rhe Chicago office of the Grizzard 
| “The leffersonian” the company’s} System gave a dinner and dance at the 
|} agency paper. [Through its columns, for Lincoln lavern to its agents last Mon- | 
| 14 years, she has encouraged and stim-| day in celebration of the biggest single 
| | ulated increased production month ot paid-tor business since the 
She has charge of all of the agency | OT€amization commenced operations in 
: ; hicag luring p sore ti $ 
a = department’s records, contracts, and bs hicago, Du by — more than $1, 
’ . ‘ ot ) 1 usiness s it 
| hiles. Until the business of the com _— 1 * G - = l y x } 
M: ~T 0 ten ames rizzard, heat I 1€ 
TARY BR. TAYLOR pany expanded to such a large extent, : eA , = 
Secretary to the President of the orgat tion, had promised an especially 


. an ~d . sortalhite I< 
Jefferson Standard Life she handled the mortality also. 


: , attractive outing ii tl agents reachec 
| Miss Taylor is exceedingly popular : ore “—™ eached 


the $1,500,000 mark It was unfortu 


was merged into the present Jefferson | with all of the field representatives ol | nately impossibk for Mr. Grizzard to 
Standard, in 1912. E. ¢ olwell, Jr., now | the Jefferson Standard. There is small attend the gathering, as he was unex 
general agent of the Lincoln National | wonder about this pectedly called to Columbus, O 
North Carolina, was one of the} One little incident explains it After the dinner several Grizzard Sys 
unders of the Greensboro Life, and Once when a general agent was vis-| tem officials gave brief talks. Gilbert | 
vas he who brought Miss Taylor to] iting the home office he asked her if | Carter was toastmaster and William B 
e company and gave her her early | not too much trouble to obtain his res-| Strong was in charge of the entertain 
training. | ervation on an outgoing train Her | ment features, the other speakers being 
Perhaps to her more than to anyone | smiling reply was 'D. A. Hallin and L. B. Cole 
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MORTALITY IS HIGHER 


RECORD ON BROKER BUSINESS 


Most Companies Writing Substandard 
Risks Are Confining the Opera- 
tions to Their Own Agents 


Life companies that are writing sub 
standard business find that the mor 
tality ratio on brokerage business is 
much higher than that coming from 


|} their own agents Companies that 


have been catering very strongly for 


brokerage business are beginning to 
become more conservative in this di- 
rection, hnding that they cannot get 
the line on applicants coming from 
brokers that they can from business se- 
cured by their own agents It has of- 
ten been stated by observers that ex- 
tensive brokerage business of this kind 
cannot be underwritten at a profit 

Most companies writing substandard 


oer : 
|} business will only take risks that come 


rom their own avents Chus, their 
agency organization is strengthened be 
cause much business that was rejected 
m the past 1s held, and the income ot 

reased bur 
thermore, companies that have gone 
out atter the brokerage business say 


the agents therefore is in 


that they find that some of their agents 


give more time to promoting brokerage 
than soliciting business direct Their 
attention is diverted from direct solicit- 
ing or regular agency building They 


are cultivating agents of other com, 
panies or general insurance brokers in 
the attempt to get substandard brok 
cTant business 


American National Changes 


W \ Oliver, superintendent of the 
American National of Galveston, has been 
transferred from San Francisco to Los 


| Angeles M. J. Parr of Galveston will suc- 


ceed Mr Oliver at the San Francisco 
fi ot the company 














men who helped to make America? 
American leaders in a series of interesting and instructive booklets which have gone 


ness men. 
Here are some of the great men whose lives are told in this series of booklets. YOU 
in reading them: 


Samuel Adams Thomas Jefferson Alexander Hamilton 


Copies of any or all of these booklets will be mailed free upon request. 


Sixty-one years in 
business. Now in- 
suring One Billion, 
850 Million Dollars 
in Policies on 3,300,- 
000 Lives. 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
























HOI better may we cultivate American ideals than by turning to the lives and thoughts and deeds of the 


For some years the John Hancock Mutual Life Insurance Company has published the stories of great bo, 


country. They have found their way into the schools, the homes of the people, and the offices of busi > 


George Washington Benjamin Franklin John Hancock Abraham Lincoln an 


First President of the United One of the wisest in the a tog oo rue beaks Who saved the Union and ) 
Gace . > . aaa tate » Ps e » is ? 7 ~ , atr . << a » be the . ‘ s e 
States, whose military skill early history of our country, patrio he = Ge - ? a! sacrificed his life in preserv- ¥ 4) 
and leadership won Inde- serving America at home first signer of the comse- ing this country for its great Fm 
pendence for America. and abroad in: many remark- tion of Independence. future ‘ C 4) 

able ways. 


Whose eloquence and vis- _Who drafted the Declara- _ Whose constructive genius Theodore Roosevelt j vd 
ion inspired the American tion of Independence and was fixed for all time the founda- ( 
colonies to declare their in- afterwards President of the tions upon which the struc- Beloved and militant leader Cy 
dependence. United States. ture of the government rests. of later days. 44) 
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aT? HE Chicago National 
Bar, ' Life Insurance Com- 


S777 pany has special in- 
fet ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of | 200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 
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THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford, Conn. 


ree $493,104,545.76 
.. 110,333,136.94 


Insurance in Force (Dec. 31, 1923) 
Total Admitted Assets 





Policy Reserves, Company’s Standard (higher than that re- 








elena hee Ak kane... 
errr rrr rer ae eee .ee-  3,186,855.08 

wor Dien i, 04 ono EN 
Unassigned Funds .........2+eeeeeeees ..++ 5,364,163.69  9,464,163.69 
$110,333,136.94 


*Increased from $2,850,000.00 apportioned in 1923. 
NEW, PAID-FOR BUSINESS IN 1923 


$78,471,199.98 











SEES BETTER FUTURE 
HOOVER DISCUSSES BUSINESS 


Believes Government Will Be Kept 
Out by Self-Correction of Abuses 
Through Associations 


CLEVELAND, O., May 7.—Secre- 
tary of Commerce Herbert Hoover, in 
his address before the annual meeting 
of the United States Chamber of Com- 
merce here today, stated that he be- 
lieved a new era in business is now 
approaching which will see the elim- 
ination of the government from busi- 
ness and the establishment of strong 
codes of ethics, largely the result of 
associational activities. Mr. Hoover 
said, in part: 

There has been a great extension of 
government regulation and control be- 
yond the field of public utilities into the 
fields of production and distribution of 
commodities and credit. When legisla- 
tion penetrates the business world it is 
because there is abuse somewhere. A 
great deal of this legislation is due ra- 
ther to the inability of business hitherto 
to so organize as to correct abuses than 


to any lack of desire to have it done 
Some times the abuses are more appa- 
rent than real, but anything is a han- 


dle for demagoguery. In the main, how- 
ever, the public acts only when it has 
lost confidence in the ability or willing- 
ness of business interests to correct their 
own abuses. 


Legislation to Be Avoided 


Legislative action is always clumsy— 
it is incapable of adjustment to shifting 


needs. It often enough produces new 
economic currents more abusive than 
those intended to be cured. Government 


too often becomes the persecutor instead 
of the regulator. 

The vast tide of these regulations that 
is sweeping onward can be stopped if it 
is possible to devise, out of the conscience 
and organization of business itself, those 
restraints which will cure abuse; that 
will eliminate waste; that will prevent 
unnecessary hardship in the working of 
our economic system; that will march 
without larger social understanding. In- 
deed it is vitally necessary that we stem 
this tide if we would preserve that initi- 


ative in men which builds up the char- 
acter, intelligence, and progress in our 
people. 

The thing we all need to searchingly 


consider is the practical question of the 
method by which the business world can 
develop and enforce its own standards 
and thus stem the tide of governmental 
regulation. The cure does not lie in 
mere opposition. It lies in the correc- 
tion of abuse. It lies in an adaptability 
to changing human outlook. 

The problem of business ethics, as a 
prevention of abuse is of two categories: 
those where the standard must be one 
of individual moral perceptions, and 
those where we must have a determina- 
tion of standards of conduct for a whole 
group in order that there may be a 
basis for ethics The second field and 
the in which I am primarily discus- 
sing the great area of indirect 
nomic wrong and unethical practices 
that spring up under the pressures of 
competition and habit. 

I believe we now for the first time 
have the method at hand for voluntarily 
organized determination of standards and 
their adoption. I would go further; I 
believe we are in the presence of a new 
era in the organization of industry and 
commerce in which, if properly directed, 


one 


is eco- 





lies forces pregnant with infinite pos- 
sibilities of moral progress. I believe 
that we are, almost unnoticed, in the 
midst of a great revolution—or perhaps 
a better word, a transformation in the 
whole super-organization of our eco- 
nomic life. We are passing from a 
period of extremely individualistic action 
into a period of associational activities. 

It is true that these associations exist 
for varied purposes. Some are strong 
in recognition of public responsibility 
and large in vision. Some are selfish 
and narrow. But they all represent a 
vast ferment of economic striving and 
change. 


Are on New Road 
Associational activities are I believe 


driving upon a new road where the 
objectives can be made wholly and vi- 
tally of public interest. The legitimate 
trade associations and chambers of com- 
merce with which I am now primarily 
concerned, possess certain characteristics 
of social importance and the widest dif- 
ferentiation from pools and trusts. Their 
membership must be open to all mem- 
bers in the industry or trade, or rival 
organizations enter the field at once. 
Therefore, they are not millstones for 
the grinding of competitors as was. the 
essence of the old trade combinations. 
Their purpose must be the advancement 
of the whole industry or trade, or they 
can not hold together. 

I believe that through these forces we 
are slowly moving toward some sort of 
industrial democracy. We are upon its 
threshold, if these agencies can be di- 
rected solely to constructive performance 


in the public interest. 
All this does contain some dangers, 
but they will come only from low ethi- 


cal standards. With these agencies used 
as the machinery for the cultivation and 
spread of high standards and the elimi- 


nation of abuses, I am convinced that 
we shall have entered the great era of 
self-governing industry and business 


which has been a dream to many think- 
ers. A self-governing industry can be 
made to render needless a vast area of 
governmental interference and regula- 
tion which has grown up out of righteous 
complaint against the abuses during the 


birth pains of an industrial world. 
Some people have been alarmed lest 
this associational movement means the 


destruction of our competitive system, 


lest it inevitably destroy the primary 
individualism which is the impulse of 
our society. This alarm is groundless 


Its rightful activities do not destroy 
equality of opportunity or initiative. In 
fact they offer new avenues of opportu- 
nity for individuals to make progress 
toward leadership in the community. 
These associational activities are the 
promising machinery for much of the 
necessary determination of ethical stand- 
ards, for the elimination of useless waste 


and hardship from the burden of our 
economic engines Moreover, we have in 
them not only the agencies by which 


standards can be set, but by cooperative 
action among the associations represent- 
ing the different stages of production, 
distribution and use we can secure a 
degree of enforcement far wider than 
mere public opinion in a single trade 


Reserve Loan’s Gains 


Guilford A. Deitch, the general man- 
ager of the Reserve Loan Life Insur- 
ance Company, of Indianapolis, Indiana, 
reports that his agency force “step- 
ping on the gas”—the first four months 
of this year, compared with the same 
months of 1923, showing an increase of 
over 15 percent in the business pro- 
duced. Mr. Deitch also reports that 
May business is coming in strong and 
predicts that the company’s increase of 
insurance in force for the year will be 
35 to 40 percent. 


is 





JOHN W. DRAGOO, Secy. 


MUNCIE, 


Fine agency openings in Indiana and Ohio 





INDIANA 


WESTERN RESERVE LIFE INSURANCE COMPANY 


HOME OFFICE WESTERN RESERVE LIFE BUILDING 


WESTERN RESERVE LIFE INSURANCE COMPANY, MUNCIE, INDIANA, insures 
the whole family from one year to sixty years of age. | 
COMPANY noted for its prompt payments of claims and service rendered to policy holders. 


—WRITE TODAY — 


An OLD LINE LEGAL RESERVE 


A young company with great opportunities 


J. H. LEFFLER, Pres 
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DOUBLE INDEMNITY IN WISCONSIN 








HE issue of the double indemnity 
feature in connection with the life | 


insurance contract under the law# 
of Wisconsin has been thoroughly stud- 
ied and discussed by Commissioner W. 
Stanley Smith of that state and, while 
Mr. Smith has not handed down a rul- 
ing on the subject, he has contributed 
the following comment on its legality 
under the laws of his state: 


Wisconsin Law Cited 


Section 206.03 of the Wisconsin stat- 
utes provides that any life insurance 
company may engage in the business of 
personal accident and health insurance 
but that only total and permanent dis- 
ability benefits may be incorporated in 
life and endowment policies. This sec- 
tion further provides that “when acci- 
dental death benefits are contained in 
separate and distinct contracts issued 
in conjunction with such (life and en- 
dowment) policies” the standard pro- 
visions law on health and accident in- 
surance shall not apply except that part 
excepting from the operation of the act 
the provisions of life and endowment 
contracts providing accidental death 
benefits or supplementary contracts pro- 
viding such accidental death benefits 

The exception noted of the standard 
provisions law contemplates that acc- 
dental death benefits may be provided in 
life or endowment contracts Section 
206.03 expressly authorizes life 
ers to provide such 
separate and distinct contracts Sec 
tion 206.03 which confers the power 
on life insurers controls. That part ot 
the standard provisions law permitting 
exceptions from accident policy 1s 
contrary to the general rule and 
it is expressly provided that it is not 
part of section 206.03, there may be 1 
exceptions from a policy providing a 
cidental death benefits which i 
insurer mm conjunction with 


life or endowment contracts 


+ 





a0 





since 


s issued 


by a life 
Exceptions Commonly Made 


It is, however, a general practice ot 
the life insurers to make exceptions. The 


following is quoted from double in- 
demnity pohcy 

“Double indemnity will not be paid 
or pavable it the death of the insured 
occur by reason of, or resuit from, self 


destruction, whether sane or insane; any 
violation of law by the insured: en 
gagement in military or naval service, 
or doing any kind of police duty in 
any military, naval or civil police or- 
ganization; a state of war or insurrec- 
tion; engagement in submarine or aero- 
nautic operations; f 
tal infirmity, illness or disease of any 
kind, either directly or indirectly.” 

Not only is there no 
make exceptions from such a_ policy 
but some of the exceptions attempted 
are not even accidents, They are occu 
pations or hazards of occupations. 

Same Rate for All 


Since the provisions of the standard 
provisions law which contemplate and 
provide for 
schedules of 
cepted from applications of 
against accidental death provided 
life insurers, there can be no classifi 
cation of risks and an equal 
hazard by different premium r 


premium rates are ex- 
insurance 
by 
ization of 


ates there 


under. In writing double indemnity 
policies, therefore, the life insurers are 
restricted to providing such insurance 


at the same rate for all risks Con 
tracts providing accidental death bens 
fits issued by life insurers in connection 
with life v1 Tl ac 
cidents and be issued at the same rate 
to all risks. Obviously, the life insurers 
generally do not understand that these 
limitations and restrictions exist 

At this point the question 
to what amount of insurance may be 
or must be provided and what may be 
the duration of the insurance in 
contracts Heretofore, we have 
1 similarity in the 


contracts must cover 


arises as 


such 
found 


no point ot contact or 


authority to 


a classification of risks and |} 





insur- | 
benefits only in| 


two kinds of insurance providing in- 


surance tor loss ot lite from any cause, 
including accident, and insurance 
against loss of hie by accident We 


know that the purpose of the enact 
ment of the law was to authorize the 
indemnity. Although ing 
in probative force, in the absence of any 
other evidence, it l held that 


double wanting 
must be 
such accidental death benefits must be 
in the same amount as the life contract 
It is true that in endowments, 
ially, the amounts at risk will vary 
with the length of time the insurance 
has been in force 


espec- 


Restrictions Violate Law 


If the reserves on the two contracts 
are kept distinct and separate, the re- 
serve on the accidental death policy 
will be only the unearned premium and 
it will never be more than a year's 
premium. This will result in some cases, 
in the two contracts terminating at dif- 
ferent times. Unless the two contracts 
are terminated at the same time and by 
the same conditions, they cannot be 
said to be issued in conjunction and to 
be connected with one another. If the 
two contracts are to be of the 
duration, the reserves although ascer 
tained and valued on 
must be available in combination to cut 


‘ ’ - | 
t and to 


same 
different bases 


down the term of one contra 
extend the other. It follows that the 








provisions ot the accidental death con- 
tract lor termi won on iI n-pay ent 
| of the premium on ¢ ither contract are 


; | personal accident insurance even 
from physical or men- | 





violative of the 
thorizing 


purpose of the law aur- 
tl e combinatior ot the two 





contracts So, also, would be pre 
vision terminating the accidental deat} 
contract at a xed age Such a pre 
vision would be a legitimate pr $1 
for a contract providing a benefit tor 
loss of lite by accident if issued under 
he standard provisions \ t not « 
1 cide il death c« rac ss 1 by 
thought whe l te ul} 
was that lite i surance 
t hie by accident were 
ot i Irance and <¢ ild 

e col ecte l. It seeme 
the law in making suc i 

as illogical My,thoug 

in a wavy that has be 
s sing that I have found that 
the law does not establish or recognize 
ny direct connection, but on the con 
trarv, in a confused and confusing wa 
preserves the distinctions etwee the 
two kinds of insurance The insurance 


against loss of life by accident remains 
| ‘ 
connected with a life insurance c: 
tract. 


Hammers Joins Reinsurance Company 


The American Life Reinsurance of 
Jallas announces the appointment of 
H. H. Hammer as assistant actuary 
Vy] 


rit as been actm actttar T 1e 


exas insurance department and in that 


r capacity has made an excellent rec rd 
He is a graduate of the 1 rsitv oft 
Texas at holds an M \. degree He 
has also passe 1 most rt the Xamina 
tions for membership in the American 
Institute of Actuaries 

Mr. Hammer will work under the di 
rection of Fred D Strudell, wl was 
recently elected vice president at ict 

ary ot the Ameri t 


How Endowment Aids Home Owner 


How an endowment policy can serve 
the new home owner is shown in a 
striking way by a case reported from 
Milwaukee Cwentv-five vears r 
resident of that citv built himself a home 
and it tl ¢ same time t 0k out ‘ 70 ve if 
endowment policy He found that the 
rent he had previously paid was suft 
cient to pay the pre m <« his pol 
icy, his taxes, and a fair return on his 
investment, and at the end of 20 vears 
the imsurance company gave hit a 
check for the original cost of the | 1S¢ 








We write a complete line of poli- 
cles—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, 
Bartlesville. 


Okmulgee, Guthrie, 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 


Sandusky. 


INDIANA: 


Indianapolis, Terre Haute. 


ILLINOIS: Springfield, 
Decatur, Jacksonville, 


Rockford, Waukegan. 


Peoria, 
if liet . 


Bloomington, 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 
Company of America 


A. O. Hughes, Vice-President in Charge of Agencies 


3401 South Michigan Avenue Chicago 














One Ideal 


With the Mutual Benefit successive 
managements have adhered to the 
principle of mutuality, being dominated 
by one ideal—that con veyed by the 
name of the Company. 


The 


Mutual Benefit Life Insurance Co. 


1845-1924 
Newark, New Jersey 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON { Actuaries & Examiners 


ates B ildin 
OHNC. HIGDON } $2 Gates, Building 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


816-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance «a 
Specialty. 


dg. OKLAHOMACITY 








H. NITCHIE 
. ACTUARY 


1523 Association Bidg. 19 S. La Salle St 
Telephone State 4992 CHICAGO 











ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 














RULING OF INDIANA OFFICIAL 


Attorney-General Holds That Loan 


Agreements Cannot Be Recognized 
as Reserve Deposit 


Attorney General Lesh of Indiana in 
an opinion rendered to Insurance Com- 
missioner McMurray holds that loan 
notes or agreements should not be filed 
with the department as a part of the re- 
serve deposit required under the law. 
Mr. McMurray referred to section 4687 
3urns R. S. 1914, as amended by acts 
1921, chapter 71: section 4699 Burns 
R. S. 1914, as amended by acts 1921, 
chapter 211; clause 9 of section 4622a 
Burns R. S. 1914. He asked the attor- 
ney general for an opinion on the fol- 
lowing question: 

“Inasmuch as the policy loan is in 
reality a receipt from the policyholder 
to the company for all or a portion of 
the reserve on his policy thus decreas- 
ing the outstanding policy liability of 
the company, is it your opinion that 
such policy loan agreements should 
therefore be allowe« credit on the 
reserve deposit as required by law, or is 
it your opinion that such policy loan 
agreements should be deposited with 
this department as a part of the re- 
serve liability?” 


1 


ias a 


Law Is Quoted 


attorney general quotes section 
Burns R. S. 1914, so far as ma- 
terial to this question, it providing that: 


The 
1687, 


“As soon as practical after filing of 
said annual statement of any company 
organized and doing business under the 
provisions of this act in the office of 
the auditer of state he shall proceed to 
ascertain the net cash value of each pol 
icy in fore on the Dec tl immediately 
preceding, upon the basis of the Ameri- 
can experience table of mortality and 


Actuaries’ combined 
and 4 p 
company 


# percent interest, or 
experience table of mortality 
cent interest, as adopted by the 
and any 
policies based 
than the above 
valued according to 
ard For the purpose of making such 


such company issue any 
higher 


policies 


should 
standard 
shall be 
stand- 


upon a 
such 
such higher 


valuation, the auditor of state may em- 
ploy a competent actuary to do the same 
who shall be paid by the company for 
which the services are rendered; but 
nothing herein shall prevent any om- 
pany from making said valuation herelIn 






be received by 


contemplated, which may 

the auditor of state upon such proof as 
he may determine Upon ascertaining, 
in the manner above provided, the net 





The Great Agricultural District 


of the United States is fast coming to the front. 


The Security Mutual Life has some splendid general agency 
opportunities for men of character, energy and initiative in lowa, 


South Dakota, 
of the World.” 


Write to M. A. Hyde, Assistant Secretary, for information. 


The Security Mutual Life Insurance Company 
f 


0 


Lincoln, Nebraska 


Kansas, Oklahoma, Wyoming 


“Bread Basket 


The 











SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 











cash value of all policies in force in any 
company organized or doing business 
under this act, the auditor of state shall 
notify said company of the amount 
thereof, and within 60 days after the 
date of such notification, the officers of 
such company shall deposit with the 
auditor of state, for the security and 
benefit of all its policyholders, an 
amount, which together with the sum 
already deposited with said officer and 
such additional sums as may be depos- 
ited by said company with other 
or governments pursuant to the require- 
ments of the laws of such other states 
or governments in which said company 
is doing business, shall not be less than 
the amount of such ascertained valu- 
ation of all policies in force, in the se- 


states 


curities described in section 22 of this 
act.” 
Effect of Amendments 
The amendment to this section by 


chapter 71 of the Acts of 1921, requiring 
quarterly increases in deposits, etc., 
change the requirements as to 


does 


not de- 


posits covering the net cash value of 
all policies in force 

Section 4699, supra, as amended by 
Acts 1921, chapter 211, governs the in- 


vestment of funds of life companies and 





has no direct bearing on the deposit of 
securities with the insurance depart- 
ment 

Under the provisions of section 4622a 





Burns’ R. S. 1914, a life company is re- 
quired to stipulate by provision in its 
policy that it will “lend” to the policy- 
holder, after the premiums for three full 
years have been paid, “a sum equal to, 
or, at the option of the insured, less 
than, the amount stated in the table of 
options to be loaned at the end of the 


current policy year plus the value of the 


reserve on any dividend additions to the 


policy,” ete. This section further agrees 
that: “It shall be further stipulated 
that failure to repay any such loan or 
pay interest thereon shall not avoid the 
policy unless such total indebtedness to 
the company shall equal or exceed such 
loan value at the time of such failure,” 
ete 
Effect of a Loan 

The effect, therefore, of a “loan” 
made ona policy is to reduce the net 
cash value of the policy to the extent 


of the loan. If a loan of the full Ican 
value is made, the policy has no actual 
net value, since the policyholder 
has merely received the cash value un- 
der the provision of the statute above 
quoted. There is no obligation upon his 
part to repay the amount, and upon his 
failure to repay it and to pay premiums 
the policy lapses. If under such cir- 
cumstances the amount received by the 
policyholder is less than the full loan 
value, the policy remains in force until 
the remainder of the reserve value is 
exhausted. 


cash 


Can Not Be Made Deposits 


It is therefore my opinion that, since 
the effect of the loans made upon poli- 
cies is to reduce the net cash value of all 
policies in force, the department of in- 
surance is not required to accept the 
loan agreements as deposits to cover 
the loans, within the meaning of section 
4687, cited The loans made to 
policvholders merely reduce the liabijl- 
ity of the company to the extent of the 
leans. The loan agreements do not, in 
my opinion, constitute “securities” 
within the meaning of that term. 

If the amount loaned to a _ policy- 
holder is repaid, the company’s lability 
is increased. It then becomes the duty 
of the company to increase its deposit 
to the extent of the amount repaid. 


above 


What the Statute Requires 


The provisions of the statute require 
an annual verified report to be filed with 
the insurance department by the com- 
panies (Sections 4686, 4687 Burns’ R. S. 
1914) and in such report the amount of 
all loans must be set out. The amend- 
ment of 1921 (Acts 1921, Ch. 71) above 
referred to provides for quarterly in- 
creases in deposits, etc. It is not until 
the filing of this report that it becomes 
the duty of the insurance commissioner 
to determine the “net cash value” of all 
policies in force. This may be done by 
the employment of an actuary by the 
commissioner, but the statute provides 
that “nothing herein shall prevent any 
company from making said valuation 
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LEGISLATION IS URGED 


DISCUSS MINORS’ CONTRACTS 


Subject Covered by Two Speakers Be- 
fore Association of Life Counsel 
This Week 


GREENSBORO, N. 
subject of contracts with minors 
discussed by several speakers before 
the annual meeting of the Association 
ot Life Insurance Counsel in Greens- 
boro this week. The generally unsatis- 
factory conditions that now exist in re- 
lation to contracting with those under 
21 years of age were pointed out by all 
ot the speakers. 


C., May 7.—The 


was 


Law Unrensonably Inflexible 


Clyde P. Johnson, counsel for the 
Western & Southern Life of Cincinnati, 
showed the unreasonable inflexibility of 
the law governing transactions with 
minors. Mr. Johnson traced the devel- 
opment of this form of contract and 
showed that it was one of the most in- 


flexible matters acted upon by legis- 
latures. He also showed that the pres- 
ent conditions are unreasonable and to 


a certain extent dangerous to the car- 
rving out of life insurance contracts. 
The fact that all contracts with minors 
are voidable, opens the way to difficul- 
tres over life insurance contracts with 
those under 21. One case cited by Mr. 
Johnson was that of a payment made to 
a minor by an individual through a con- 
tract with a third party, which payment 
could be repudiated upon the minor’s 
coming of age and second payment de- 
manded, due to the unreasonable law 
governing such contracts. 


Suggests Legislation 


The advisability of pressing the pass- 
age of legislation throughout the coun- 
try to remove the incompetency of 
infants with relation to life insurance 
contracts was suggested in the address 
of Phineas M. Henry, counsel for the 
I-quitable Life of lowa, speaking before 


the annual convention of the Associa- 
tion of Life Insurance Counsel in this 
city this week. 

Mr. Henry pointed out that the stat- 


4 
utes of the different states relating to the 
contracts of infants in general are quite 
similar. An infant can. therefore, 
affirm his contract of insurance and the 
first question which arises is whether or 
not he can recover the premiums paid. 
\ great range of decisions is cited, but 
the majority appeared to indicate that 
the infant can recover the premium. An- 
other question is raised in connection 
with the cash surrender value of the 
policy, as to whether the infant can be 
limited under this provision, though 
bound by other provisions in the con- 
tract. Manv other questions were 
raised by Mr. Henry and he concluded 
by saving that the trend of the decisions 
and the numerous conflicts in authority 
have been sufficient to indicate the need 
of some definite legislative program that 
will remove the incompetency of infants 
with relation to life insurance contracts. 


lis- 
a 


* * * which may be received by the 
auditor of state upon such proof as he 
may determine. The amendment above 
cited requires the quarterly increase to 
be made “unless it be shown to the 
satisfaction of the commissioner of in- 
surance that the actual net insurance in 
such company’s reserve has been less 
than such fractional amounts of the 
increase of the last preceding year,” etc. 


Not Part of Reserve 


It follows therefore, in my opinion, 
that the insurance commissioner, in de- 
termining the net cash value of all poli- 
cies in force, may determine the amount 
of loans from the reports required to 
be filed with the department; and that 
loan agreements should not be filed 
with the department as a part of the 
reserve deposit. 





ase ead 





YiiM 
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HARD TO RAISE THE MONEY 





Companies Say That Life Companies 
Find It Difficult to Get Payments 
at Present 





Insurance companies that have farm 
rtgage loans are having considerable 


trouble in securing interest payments 
especially in the northwest and far 
west. A number of mortgages had to 
be foreclosed and the companies are 


w owning the farms, hoping for bet- 
ter market so that they can be sold at 
no loss sustained. 

[he farmers are not in a position to 
pay the interest. They find it difficult 
even to make a living. Some cases are 
decidedly unfortunate, the farmers being 

elled to give up their farms be- 
yuse they are not able to meet their 
obligations, 

Say Farm Mortgages Are Best 

Notwithstanding the present situation 
n the tarm mortgage field, most of the 

e companies still say that this is the 
best investment in the long run. At 
e present time, these mortgages con- 

ute more or less a frozen asset. 

There is no sale for mortgages on farms 
! e areas that have been especially 

hard hit. 

Companies that have been buying 

farm mortgages feel that it is now 

wise to diversify their holdings. There- 

ore, they are buying city mortgages 

ind such other securities as the state 

allow. Some companies have 

gone so far as to say that thev will 

chase no more farm mortgages for 

the next five years or so. They are 

interested in city mortgages at 
present. 


STAGE POLICYHOLDERS MONTH 





Continental Assurance of Chicago Has 
Special Campaign for Additional 
Business During May 


is being observed by the Conti- 


ental Assurance of Chicago as policy- 
ers month and a special drive for 

w business among its present policy- 

+ 

l 


ders is being made with the offer of 
an e of additional lite insurance up 
to $10,000, without further medical ex- 
nation, provided the policyholder 
pplied for and received lite insur- 

it standard rates since Jan. 1, 1923. 
idditional insurance is subject to 
company’s standard underwriting 
rules and will be issued provided there 
no evidence of a change in the ap- 
plicant’s physical condition or that the 
total amount carried in the Continental 
over $50,000. The company an- 
ticipates a large volume of new busi- 
ness trom this source, as similar cam- 
paigns in the past have been productive 
t big increases in the new business. 
The Continental is also conducting a 
special policyholders’ contest during 
May, offering cash prizes for the best 
answers to a series of questions regard- 


ing t purposes and use of life insur- 
ance his is an educational campaign 
contest and will greatly increase the 
nterest of the policyholders in life in- 

nce in general. The letter that is 


going out to all policyholders on this 
carries much information regarding 
budgeting of the income, with an 
ment for insurance. This is ex- 
pected to result in many increases, 
where the policyholder finds that he 
has not his quota of life insurance 


Cancer Deaths Increasing 





increase in the number of deaths 
cancer in Ohio within the last five 
years 18 reported by the Public Health 


\ssociation. The number who have 

within this period is placed at 25,- 
655. In Columbus a decrease is noted 
I he infant mortality rate. The lat- 
est figures place it at 74.4, the first time 


s ever fallen below 80 


LIFE INSURANCE EDITION 











What is 
Brokerage Service? 


ROKERAGE Service, as defined by the 
Missouri State Life and provided in the 
Company’s Branch Offices, has many features: 


Expert advice and assistance to all insurance men 
on Surplus and Substandard Life; and on Accident, 
Health and Group Insurance. 


Help, without a string to it, in closing cases. All 
the commission belongs to the broker. 


Prompt action on Surplus and Substandard Life; 
liberal underwriting rules. 


Generous first commissions and guaranteed non- 
forfeitable renewals. 


Business handled either on a contract or a one- 
case agreement basis. 


Co-operation of Branch Managers and Agency 
Specials trained in up-to-date methods of writing 
Life Insurance; and thoroughly versed in Accident 
and Health and Group Insurance. 







= NY 
il s£= In a few words, that is what 





the Missouri State Life means 
by Brokerage Service. The 
Company was among the first 
to make its Service available 
to all insurance men, and its 
system has been perfected by 
el greg ° . ° 
ss Se" Jong experience. This Service 


Wa vais - 
Ry is at your disposal. 
Havana in 1925 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 
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Self Education Is Most Valuable 


The world is his great- 
but he can save a great 


nothing to him. 
est university, 


Recorps show that not one-half of our 


| = . : : 
socreary and Superintendent of 


Just before the close of the annual 
agency convention of the Union Central 
Life last week, Home Office General 
Agent John L. Shuff presented to 
President J. D. Sage on behalf of the 
agency forces one of the Gruen Watch 
Company's special anniversary watches. 
This watch is the very best that the 
Gruen Watch Company can make and 
is said to be the best that may be pur- 
chased anywhere in the world. The 
Gruen Watch Company does not sell 
this watch except for presentation to 
men of distinction. President Sage in 
a few graceful words accepted the 
watch and told the agents that he would 
prize it highly as an evidence of the 
friendships made in the insurance busi- 
ness. 


During May the field forces of the 
International Life are paying tribute to 
Agen- 
cies W. F, Grantges, who has been with 
the International L ife since its organiza- 


| tion and who knows perhaps more of 


| 
| 
| one else connected with the 


most successful men of affairs re- 

ceived a college education. Many of deal of valuable time by studying the 
them never even completed the com- experiences of others and profiting by 
mon school course. The fact that a_ their example. 

man has not had a college education, Successful insurance salesmen are 
need not discourage him. Self-educa- continually educating themselves. They 
tion is one of the most pleasant and are studying everything worth while | 
profitable habits that can be formed. that pertains to their line of work, 
The most important part of any man’s They are habitual readers of insurance 
education is the part that he gives him- magazines, and they are continually 


self. studying sales methods. But they will 


There are two parts to a man’s edu-. find that they can also well afford to 
cation, the part that is given him, and read literature that will have a broad- 
the part that he gives himself. The ening influence. Some of the great- 
latter is by. far the more valuable. Ev- est producers are insatiable students of 


ery man must work out for himself all history and literature. They find that 
that is most worthy in his life. Edu- the time so spent is valuable in that it 
cation never ends. The college gradu- gives them a broad background for their 
ate is not an educated man. He is just everyday work. No one needs to com- 
standing at the beginning of his educa- plain of the advantages that he missed 
tion,.and if he does not continue edu- in his early life. By close observation 
cating himself the rest of his life, his and careful study, one may continue to 
college training will mean practically educate himself. 
Neglected Forms 

Tuere is no double nought on the authorities saved the New York pub- 
wheel of endowment life insurance. You lic $100,000,000 last year. It prevented 
can't put a few dollars on it and be- by various means the sale of much 
come as wealthy as Henry Ford, John worthless paper. It did good work 
D., or even Croesus, It doesn’t look as work that insurance companies and 
good to some people as fake oil stocks. agents can well afford to back. But its 
But like government bonds it is cer- operations are only preventive. The in- 
tain. surance business should follow through 

Of recent years endowment policies with constructive effort. Endowment 
have not been given the selling atten- insurance deserves more’ enthusiasm, 
tion they deserve. Life insurance men energy and push than it receives in this 


have let their prospects talk them down day and age. 
too frequently. better Business Bureaus everywhere 

Endowment’ policies were good are dams which store up the people's 
enough investments for the late John money that might otherwise go cata- 
Wanamaker but are not sufficiently re- racting into the coffers of crooks but 
munerative for many an artisan, clerk or banks, investment houses, and insurance 
the small business or professional man. companies are the turbines through 

The Better Business Bureau of New which these streams should pour to 
York City estimates that its activities produce power for the owners of the 
along with those of postal and state water. 

Keeping One’s Ambition Alive 

THE man who is satisfied never gets ter how much ability a man has, he will 
any place. The man who goes around never get anywhere unless he keeps his 
with an expression of discontent on his ambition alive and keeps striving to- 
face is disliked. But the man who radi ward greater things. DIsrRAkELi said, 
ates a progressive spirit that shows that “The vouth who does not léok up will 
he is not satisfied with what he has al- look down, and the spirit that does not 
ready accomplished, is the man who soar is destined, perhaps, to grovel.” 
will achieve success. Mere discontent —— 
will accomplish nothing, no matter how Lire has no real meaning until a man 
much grumbling is done It is the has a fixed purpose. 
lofty discontent that is never satisfied —_—— 
but always striving towards new WHEN you come to the end of your 
heights, that makes progress. No mat- rope, tie a knot in it and hang on. 


its general plans and details than any- 
company. 
he was put in charge of 
April, 1922, the com- 
approximately $4,- 
Under his guidance 


At the time 
the field work in 
pany was writing 
500,000 per month. 


the field men have speeded up until to- 
day they are going $7,000,000 and bet- 
ter per month. Every International 


Life man is expected to send in one or 
more applications on May 23, Grantges 
Day. 

One of the features of the Hall month 
campaign being waged through the 
month of May by the Lincoln National 
Life in honor of its president, Arthur F. 
which the 


Hall, is a state contest in 
state whose agents produce the largest 
volume of business tn Hall month will 


be recognized by having a large bouquet 


. roses presented to Mr. Hall on be- 
half of the agents of that state. 
Vice-President and Manager of Agen- 

cies Walter T. Shepard will present 


the big bouquet of roses to Mr. Hall 
with an appropriate statement from the 
agents of the winning state. 


Manager of Agencies A. M. Hopkins 


of Philadelphia Life is on a_ trip 
through the west and northwest, touring 
via St. Paul. He will visit the super- 
visor there, Aleck Finkelstein. While 
on the way he will visit the agencies at 
Chicago, Cleveland, Detroit and Pitts- 
burgh. 


President John M. Stahl of the Farm- 
National Life of Chicago has re- 
turned to his office after a short vaca- 
tion spent in southern California. Mr. 
Stahl during his 11 years service in 
building up the Farmers National Life 
has always been closely confined to his 
desk. This is only the second vacation 
he has taken during that time Mr. 
Stahl has taken up his duties with re- 
newed vigor and expects 1924 to be a 
banner year with the Farmers National. 


ers 


“Insurance Field” of Louisville 


The 





| nominated 


young man who has real news getting 
ability. 
Leo E. Thiemann has been trans- 
ferred from the Louisville office as as- 
sistant in the editorial department to 
Chicago to succeed Mr. Ackerman. 


George C. Hill, ‘Si O., 
ager ot the Ohio National Life, 
been elected president of the 
Club of his city. 


man- 
has 
Rotary 


James S. Kemper, president of the 
Lumbermen’s Mutual Casualty of Chi- 
cago and head of a syndicate of mutual 
fire companies, was elected director of 
the United States Chamber of Com- 
merce at its meeting in Cleveland this 
week. Mr, Kemper has served as a di- 
rector for a number of years and has 
been very much interested in the move- 
ment. 

ome 

N. E. Glassbrook of Lansing, Mich., 
state manager of the Ohio National 
Life, has a new five-pound baby girl at 
his home and hence carries himself with 
due dignity. The Michigan agency is 
the leading one of the company with an 
average production of over $500,000 
monthly. 

S Whatley, Chicago manager for 
the Aetna Life, gave a luncheon at the 
Union League Club in Chicago last 
week to K. A. Luther, secretary, Dr. 
Donald Cragin, associate medical direc- 
tor, H. H. Pelton, assistant secretary, 
and F. L. Wells, assistant superinten- 
dent agencies, who were making a 
heme office tour of the agencies through- 
out the country. The party will return 
to Hartford from Chicago, but will visit 
number of en route. 


of 


a agencies 


Edward A. Woods of Pittsburzh, 
manager of the Equitable Life of New 
York, addressed the Boston associa- 
tion on “Training Life Insurance Men.” 
The members were invited to attend the 
class at the Hartford business school, 
where Mr. Woods told of his plans for 
$100,000,000 of business in 1930. 


prominent Milwaukee 
years associated with 


Herbert Kinne, 


lawyer, for many 

the legal department of the Northwest- 
ern Mutual Life, died at his home there 
after a long illness. Mr. Kinne was 
born J uly 24, 1859, and for 35 years was 
a member of the Wisconsin bar. He 
was educated at Milton College, and the 
law school of the University of Wis- 
consin, graduating from the latter with 
the class of 18589. 


Herbert N. Laflin, 
the Northwestern 
for governor 
of Rotary at the 
held at Appleton, 


associate counsel 
Mutual Life, was 
of the Tenth 
district con- 


Wis. His 


of 


District 
vention 


| name was the only one presented to the 


conference. Mr. Laflin’s selection is 
| subject to confirmation by the Rotary 
International. He succeeds William N. 


announces some promotions. Young 
=. Allison, Jr., of New York City, east- | 
ern editorial representative, will be 
transferred to the publication office in 
Louisville to assume executive editorial 
duties. Mr. Allison is a son of Young 


Sr., the senior editor of 
Field” and beloved by 
everywhere. The son has 
done excellent work in New York, i 
keen news getter and has a wide ac- 
quaintance. He is returning to his old 
home where he has many friends 
E. M. Ackerman, who has been 
sociated with the Chicago office as- 
sistant to Associate Editor Thomas R. 
Weddell, is transferred to New York to 
succeed Mr. Allison. Mr. Ackerman 
was formerly in New York in the news- 
paper field and later went to Chicago 
to | insurance editor of the Chi- 
cago of Commerce. He a 
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“Insurance 
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Wis. 

Earl S. Hawkins, the youngest repre- 
sentative of the New York Life in Ten- 
nessee, ranked second among the 43 
agents of the Knoxville branch of ths 
company during the month of March. 
Mr. Hawkins entered the employment 
the New York Life on Jan. 1, 1924, 
two weeks after the contest among the 
agents began, and yet when the contest 
to an end on March 31, he had 
exceeded his allotment by a_ larger 
amount than any other agent the 
State. 


Parker of Madison, 


ol 


Union Central Life in 
C. G. Price, state 
service on the 

vear with the com- 

pany, following an agency convention 
and luncheon at Little Rock. Mr. Price 
entered the employ of the compan) 
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agent, with a silver 
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cashier under Yowell & Williams, state 
agents, Apr. 21, 1899, and was after- 
ward soon taken into the firm. The 
firm name later was Price & Led- | 
better, and since the death of C. R.| 
Ledbetter in 1919, Mr. Price has been 
state agent. The Union Central has 
done business in Arkansas for 40 years, 
and has over $21,000,000 of insurance 
in force there. M. G. Hodnette of 
Denver, state agent for Colorado, was 
a guest at the affair. 


John Benjamin Stone of Pittsfield, 
Mass., rounded out 50 years of service 
this month with the Berkshire Life. 
He began as office boy, later was junior 
clerk and then started a general agency 
in Pittsfield with George Hamer. When 
Mr. Hamer died he continued as John 
B. Stone, general agent. On the an- 
niversary date a dinner was given Mr. 
Stone at the Park club in Pittsfield 
The company presented its general 
agent a gold watch and his agency as- 
sociates presented a silver loving cup. 
In addition several residents of the city 
handed in “gift” policies to swell Mr. 
Stone’s quota for the year. General 
Agent Stone has served under seven 
presidents of the Berkshire Life and 
his production for the first quarter of 
the present year is over $1,000,000. 4 

Edmund Strudwick, president of the 
Atlantic Life, celebrated the 70th anni- 
versary of his birthday the other day 
In excellent physical condition, and with 
a mind that seems to function better 
and better as the years advance, he 
was at his desk all day, full of appre- 
ciation of the avalanche of applications 
that poured in on him from all sections 
of the company’s territory in honor of 
the event. The volume of complimen- 
tary business received exceeded the total 
of any one day in the history of the 
company. 


Field men of the Volunteer State Life 
of Tennessee will make a special drive 
for business during May in honor of 
President Z. C. Patten, who was 84 
years old last Monday. For 21 years 
Mr. Patten has headed the Volunteer 
State. He is intimately associated with 
the current affairs of the company and 
derives his greatest pleasure in watching 
its development. 

The company will stage a contest dur- 
ing May and the prize winner will be 
announced at the annual agency con- 
vention to be held in September. 


Perez F. Huff, general agent for the 
Travelers, has issued invitations to a 
testimonial luncheon May 24 at the 
Marie Antonette Hotel to Lester J. Saul, 
his associate in the agency. May has 
been designated as Lester J. Saul month 
for new life business and indications are 
that it will develop into the largest busi- 
ness in the history of the agency to be 
written in one month. 


Connecticut Mutual Business 


The Connecticut Mutual Life in April 
continued to show a record volume of 
issued business, the amount of which 
during the first four months of 1924, 
exceeded by more than 16 percent the 
business of 1923 during the same pe- 
riod 

The month devoted to service to old 
policyholders, was the fourth consecu- 
tive monthly period in the year wherein 
each month’s business was the largest 
in the company’s history for those re- 
spective months 


Advertising Conference Plans 


The officers, executive committee and 
chairman of other committees of the 
Insurance Advertising Conference will 
meet at the office of the North Amer 
ica in Philadelphia May 12 \ nom- 
inating committee will be appointed and 
the time and place of the annual meet 
ing will be determined Some plan of 
keeping in touch with members, such 
as a monthly or bi-monthly bulletin 
service, will be considered Pittsburgh 
will probably be the place of the next 
meeting, which will take place the last 
week in September 
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The Home of The Lincoln National Life 


When you are in the region of Fort Wayne drop in onus. We 
will enjoy showing you through our new Home Office which has 
been proclaimed **The Most Beautiful Life Insurance Building in 


the World.” 


Among our many visitors each month are officers and agents 
of other life insurance companies. We take genuine pleasure in 
showing them through our plant. There are no secrets about any 
of our processes. A number of our visitors have been so generous 
as to thank us for service ideas obtained while here. 


We point out the favorable alignment of our different depart- 
ments because our Home Office structure is builded with the view 
of arranging the service sections in most effective order. Our 375 
employees are all aiding in a spirited way to dispatch service to 


policyholders and field men. 


Our Home Office organization and spirit of our co-workers 
offer definite aid to all who 
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(CINK UP (Swine tHe) LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character”’ 





Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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JOINS FARMERS & BANKERS 


Ransom Stephens of Kansas City Made 
Educational Director—Has Had 
Interesting Career 


Ransom Stephens of Kansas City, 
Mo., who entered life insurance in 1920 
after a business career of 28 years has 
been appointed educational director of 
the Farmers & Bankers Life of Wi- 
chita. While his headquarters will be 
in Wichita, he will probably spend a 
good deal of time in Kansas City. 


Mr. Stephens’ contact with the busi- 
ness began some ten years before his 
actual selling of insurance, during 


which time his son, John W. Stephens, 
had persistely insisted that “You should 
be selling life insurance.” Finally the 
senior Stephens yielded; he resigned his 
railroad position, and started to sell in- 
surance. Almost his first act was to go 


to Carnegie Institute and take the 
sales course there, His production and 
his vision of insurance service were so 


obviously enhanced by this special train- 


ing that the son reciprocated the 
father’s following of his example, and 
followed the father. John W. went 


to Denver and took the short course in 
Denver University. Father and _ son 
have cooperated in each other's advance 
in life insurance service. 

Mr. Stephens has had an interesting 
preparation for life insurance. At 15 
he was a section hand on a railroad. He 
had been in railroad work ever since 
up to four years ago—but coming up 
through station service, through the ac- 
counting department and other depart- 


ments that greatly broadened his ex- 
perience with life. For instance, he in- 
stalled the accounting system for the 
United States government on the Pan- 
ama railroad. For the last ten years 
of his railroad service he was superin- 
tendent of terminals at Wichita. 

The Farmers & Bankers is now en- 
tered in six states and is at the start 
of its period of expansion. Mr. Ste- 
phens will therefore have a part in 
the selection and training of general 


and the stamp of his ideals will 
be put in a permanent way and a big 
way on its institutions and service. 

Mr. Stephens has been with 
Aetna Life agency at Kansas City 
entering the business in December, 1920. 


agents, 


the 
since 


Joseph H. Gray 


for the past year 
the San Francisco 
Missouri Sti 7 Life, 
has resigned to join Walter G. Eadet 


Joseph H. Gray, as- 
Manager oO! 


branch office of the 


sociate 


Mr. Oetking began his insurance ca- 
reer as a part time salesman. Interest 
in the work soon led him to devote full 
time to it, and within a short time he 
became recognized as a top-notch pro- 
ducer of the Bankers’ Life. He was 
atone to agency supervisor for the 

astern Wisconsin district, and later 
ene manager in the Minnesota terri- 





tory. His headquarters will be at She- 
boygan. 
T. L. Baken 
T. L. Baken has been appointed gen- 
eral agent for the Medical Life of 
Waterloo, la., to cover northern Iowa 
and southern Minnesota. Mr. Baken 


has had a long experience in life un- 
derwriting and has made an excellent 
record in the past. 


A. H. Hammond 


A. H. Hammond has been appointed 
district agent for Nashville and sur- 
rounding territories in the ordinary de- 
partment of the Cotton States Life, 
which was recently moved to Nashville 


from Memphis. He was formerly with 


the Travelers. 
J. C. Morrow 
The Bankers Reserve Life of Omaha 
is opening a new office at Lincoln, with 
J. C. Morrow, formerly with the Mid- 
west Life, in charge. 
Charles A. Moore 


Charles A. Moore, agency director, 
has opened the Wilmington, Del., office 
of the Philadelphia Life in the DuPont 
building. Mr. Moore has associated 
with him E. W. Rowe, W. T. Loreman, 
Robert F. Wood and L. J. Harrington. 


Emerson Broyles 


Che Central States Life of St. Louis 
has announced the appointment. of 
Emerson Broyles as general agent at 
Waco, Tex. Mr. Brovles got off to a 
nice start by sending in three applica- 
tions for $7,500 within a few days after 
assuming his new duties. 

H. E. Elden, Jr. 

The Duluth, Minn., general agency of 
the National Life, U. S. A., has been in 
the hands of the Elden family for a num- 
ber of vears It is now operated by O. T, 
and William Elden, brothers of H. E. 
Elden, who was the former manager but 


who died in December, 1922 Now H. E 
Elden, Jr... the son of H. E. Elden, Sr., 
enters the National Life service, 





as associate general agent for the Faun 
table Life of Iowa. Mr. Gray is one of | 
the best known life underwriters on the | 
Pacific Coast, having devoted his entire | 
business career to life underwriting. He | 
will spend his time in the development | 

agencies in Northern California. | 


of new 
as | 

Clinton Davidson 

Clinton Davidson has resigned the | 
managership of the Buffalo office of the | 


Life to become an | 


representing the in- 


Mutual 


broker 


Connecticut 


independent 

sured. Mr. Davidson will trade under | 
the name of the Clinton Davidson Ser- | 
vice and will continue to specialize in | 
income tax, inheritance tax and estate | 
planning Martin P. Flemming, for- | 
merly with the Buffalo Chamber of | 
Commerce, will be associated with Mr. 
Davidson. Fred O, Lyter of the home 


the Connecticut Mutual is tem- 
in charge at Buffalo. 


F. C. Oetking 

Fred C. Oetking of Sheboygan, Wis., 
for the past five years with the Bankers 
Life, has taken over the general agency 
of the Security Mutual of Binghampton, 
N. Y. His territory will comprise 
northeastern Wisconsin. While em- 
ployed in a local bank five years ago, 


office of 
porarily 





Stalnaker-Keys Agency 
The Security Life & Trust of Winston- 
Salem, N. C., announces the appointment 
of the Stalnaker Agency Company 
of Clarksburg, W. is general agents 


-Keys 


Va., 


for West Virginia. 
Aetna’s Albany Change 

hk. P. Baird has been made manager of 
the life department of the Aetna Life at 
Albany, N. Y., succeeding W. S. Roberts 
Mr. Baird in addition to acting as mana- 
| ger for the life department w ill also rep- 
resent the accident and liability division 
as a general agent for accident, health, 
life certificate, noncancellable and group 


disability business 


Royal Union Agents Meets 


An enthusiastic meeting of the Spen- 


cer Agency of the Royal Union Life 
was held at the office of A. H. Avery, 
general agent at Spencer, Tuesday. 
The meeting was preceded by a dinner 


Tangney Hotel which put every- 

in fine spirits. Ted Anthony, vice- 
Royal Union, was the 
speaker of the evening. Mr. Anthony is 
enthusiastic, optimistic and up to the 
minute of salesmanship and has a won- 
derful facility in transmitting all those 
qualities to the agents. 


at the 
body 
president of the 











CONDUCTED AGENCY SCHOOLS 
Agency Manager Macallister of Ohio 
National Life Has Held Series of 
Meetings 


Agency Manager W. F. Macallister 
of the Ohio National Life has been on 


an agency trip. He held an agency 
meeting at Toledo and then went to 
Grand Rapids, Mich., where he con- 
ducted a three-day school of field in- 


struction for Michigan agents in that 


locality. There was an attendance of 
25 men for a five-hour period. The 
men wrote $58,500 of business. Presi- 


dent T. W. Appleby of the company 
was present at the get-together dinner 
and addressed the men on “Economic 
Fallacies.” M. T. Smallidge, super- 
visor of the Grand Rapids agency, gave 
a talk on “The Mental Attitude” and 
Mr. Macallister spoke on “Your Re- 
sponsibility.” 
Marvin H. 
merly connected with the Charles Je- 
rome Edwards general agency of the 
Equitable Life otf New York in Brook- 
lyn, happened to be in Grand Rapids 
on his way to Los Angeles. He is an 
old friend of Mr. Macallister. He spoke 
at the dinner. Mr. Macallister and Mr. 
Ramsey entered the life insurance busi- 
ness at the same time in Brooklyn. 
Mr. Macallister later conducted a 
school at Sandusky, O., for the agents 
in that section of the state. President 
Appleby was present at the get-together 
dinner. Then they left for Cleveland 
where another three-day school was 
held. Mr. Appleby attended the open- 


Ramsey, who was for- 





business so far this year amounts to 30 
percent. Mr. Macallister says that while 
business is at a standstill in some towns, 
general business conditions, he finds, 
are very good. 


Meets in John Hancock Building 


The John Hancock Mutual Life ten- 
dered the use of its auditorium to the 
New England Health Institute, meeting 
in Boston May 5-10, for its course of 
lectures and discussions. The John 
Hancock building will be the head: quar- 


ters of the Health Institute activities 
during its five-day meeting. 
Medical authorities gather from all 


over the east for the meetings and the 
program of lectures by authorities in 
the profession covers the entire field. 


Gifts for Ohio State Employes 


A pleasant little surprise party took 
place the other day in the office of Presi- 
dent John M. Sarver of the Ohio State 
Life at Columbus, when gifts were pre- 


sented to three members of the staff. 
Mrs. A. M. Sieg, formerly Miss Ruby 
Hammond, was presented by Mr. Sar- 


ver with silverware and linen. She has 
just returned from her wedding trip and 
will remain as secretary to Mr. Sarver 
for a while. Miss Ethel Pastor, who is 
to be married in June to Milton Le Vine 
of Huntington, W. Va., was presented 
with table linen. A brief case and a 
wallet were presented by S. P. Deeds, 
claim adjuster of the company, to 
Joseph C, Rogers, who, after 13 years 
as cashier of the health and accident de- 
partment, is resigning to become gen 
eral agent of the company with offices 
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SPECIAL DIVIDENDS ILLEGAL | will be getting $400 or 


Nebraska Supreme Court Holds Special 
Benefits to Charter Members of 
Mutual Invalid 


LINCOLN, NEB., May 6.—Holding 
that there is nothing in the law that 
permits mutual insurance companies, 
where no classes are in existence, save 
to grant benefits to 
members of same class, 


as of ages 


differe nt 


special 
the 


the state supreme court has relieved the 
Eikhorn Lite & Accident of all liabil- 
itv on a number of charter membership 


certificates. 
The court says that where such a spe- 
cial privilege or benefit is incorporated 


in a policy it is not enforceable against 
the company. Under the law in ex- 
istence in 1904, when the company was 


organized, it was necessary to present 
250 applications for membership before 
a charter would be issued. The promot- 
ers, in order to induce persons to sign 
and to compensate them for the risk of 
taking part of their coverage in a com- 
pany that might not survive, promised 
that 5 percent of the gross annual pre- 
miums would be set aside as a fund out 
of which they should be paid special 
dividends. This was also written into 
the charter membership certificate. 

In 1906 the state insurance depart- 
ment ordered the certificate cancelled 
or modified, but nothing was done about 
it. In 1910 a resolution was passed by 
the board of directors limiting this priv- 
ilege to a number of years. In 1911 a 
special dividend of $3 was declared and 
the remainder of the fund used to pay 
the expenses of certain litigation. Since 
1917 no special dividends have been 
paid, by advice of counsel. The fund, 
however, has been accumulating until 
it is now about $30,000. Meanwhile the 
number of charter certificate holders is 


decreasing and the gross annual pre- 
miums increasing, so that in a few years 
it is estimated the remaining holders 








$500 a year as 
dividends. 

An action to test the 
gun, and in the district 
ter membership certificate was upheld. 
The supreme court says that the evi- 
dence shows that the special dividend 
was never made 


a part of the policies 
issued charter members, nor was it au- 


matter was be- 
court the char- 


thorized by the board of directors. 
The court says that it does not criti- 
cize the course taken by the incorpo- 
rators in the matter as corrupt or as 
contrary to public policy, and if the 
charter had provided for such a cer- 
tificate the court would now hesitate to 
condemn it as invalid. In view, how- 
ever, of the wording of the law and the 
iact that there is nothing contained in 
the charter that permits such a certifi- 


the court says it was 
beyond the power of the officers to exe- 
cute them. It says they are null and 
void and remands the case with instruc- 
tions that a judgment be entered as 
indicated. 


TO HAVE REGIONAL SCHOOLS 


Missouri State Life Will Conduct In- 
surance Training Course at Its 
Chicago Branch 


cate to be issued, 





The Missouri State Life is conducting 
a series of schools for insurance at the 
various cities in which branch offices are 
located. Very successful classes have 
been held in Pittsburgh, Columbus, De- 
troit and Cleveland. 

The Chicago school will open at 209 
W. Jackson Blvd. for two weeks. There 
will be two sessions daily, one from 
9 to 11 a. m., and the second from 6:30 
to 8:30 p. m. The classes will be con- 
ducted by Henry W. Ramsey, home 
office agency instructor. Mr. Ramsey 
is a graduate of the insurance course 
at the New York University, and has 
also served as an assistant to Director 
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| for Grainger Bros., wholesale grocers, pre- 


share in the proceeds of the policy. | Thurday was taken up by sales talks 
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| 
and methods of getting business -_ © 
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the time the policy was issued and had | and other similar matters occupied the | (°.U° "a@tvested and the good prices pre- | which was greatly enjoyed 
. ” " 4 . el. = tua — in ! = Ses alling The Indiana state agency roduced las 
so reported, there being no evidence of S . . . — ' , age 
a : H, , 8 7 scsengg tee first day Phe session open with an ad Three ] oln business men Perry year over $5,000,000 of business winding 
uperct S18 > nie re Tu rT _ m ~ di . . 
t rcuk 7 . € denies —— 1er dress by ( ( Ferguson, general man- | Williams of the Cadillac Company, Homet | up 1923 by issued business of $569,500 in 
r to the examination or that he had | ager from the home office in Winnipeg. | McSnulty of the Nebraska Casket Com- | December last. This agency has a total 
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_ The Story of The Inter-Southern Life 


| a ee FROM THE HEART OF A LITTLE GIRL 





| 
Annie Denman in The Insurance Field, August 17, 1923 | 
Daddy, if you know we're hungry, Mamma just can’t make the living; | 
Know that we are very poor, She is wearing out, she said! 
| It must break your heart in Heaven I shall have to miss some schooling 
} *Cause you never did insure! For the sake of daily bread. | 
Mamma wonders why you didn’t When she’s gone, I guess they'll take me 
Save the dimes you threw away; To a place of charity 
| But you felt too strong and healthy, To be clothed and fed; but, Daddy, | 
For insurance, people say. It can Ne’er be home to me. 
i | 
You were taken without warning, Mary’s daddy left insurance, 
Leaving us to fight alone, And their home will still be theirs, 
You'd have taken out insurance, They're not hungry. Sometimes Mary | 
} Daddy, if you’d only known! Gives me cast-off clothes she wears. 
| *Twasn't that you didn’t love us, They don’t have to take in sewing. 
I recall how dear you were; Mary’s mamma doesn’t cry, 
But your little girl must suffer For her daddy left insurance, 
| ’Cause you failed to save for her! But you didn’t, Daddy—WHY? } 
Gains for 1923—Forty-Two Per Cent. 
? : ; The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
INTER: SOUTHERN LIFE BUILDING. net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


| en a ee The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 


| The Capital, Surplus and Reserves for the protection of policyholders increased from 
' | $7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


| LOUISVILLE JAMES R. DUFFIN, President KENTUCKY 
Eighteenth Year 
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of insurance in force of $33,071,450, which 
means 17,101 policyholders. John C. Ir- 
win of South Bend, Ind., was the leading 
producer of the company for the year 
with 3388,000 to his c redit. John W. 
Jay led in the best business from sub 
agents with $338,500 credited. 


Old Line Life’s Increase 


Total business written by Old Line 
Life of Milwaukee the first quarter of 








1924 is greatly in excess of that for the 
same period of 1923 in both the life and 
the accident and health departments, ac- 
cording to President Rupert F. Fry. 
April registered a remarkable improve- 
ment in life business both over March 
and over the preceding April. A similar 
increase in business with an accompany- 
ing reduction in the already favorable 
loss ratio was reported by the accident 
and health department. 














IN THE SOUTH AND SOUTHWEST 














IN FAVOR OF PART-TIME MEN 





Southern Companies Feel That Such 
Agents Are Necéssary in Many 
of the Districts 





ATLANTA, GA., May 6 —There 
can be no doubt that the position taken 
by the Pan-American Life on part-time 
agent question will gain in momentum. 
Other small and medium sized com- 
panies in the south and general agents 
will align themselves with the New Or- 
leans company. 

There has always been a feeling in the 
minds of some, now voiced by Dr. E. 
G. Simmons, vice-president and general 
manager of the Pan-American, that the 
legitimate part-time agent has a place 


in the life insurance business. 
As one southern general agent of 
many years’ experience puts it, it is 





New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 


agents. 
Several splendid agencies 
open in low: 
Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview interested pros- 
3— ple who have written the Head 
ffice for information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














hardly fair to ask a man to give up 
another line for life insurance until he 
has tried his hand at producing it, espe- 
cially if he is a salaried man, with a 
fixed income. 


Proves Expensive Venture 


In many instances, general agents 
who have insisted that their recruits re- 
linquish other connections have found 
it necessary to make substantial ad- 
vances to the new agents until they 
have got started, and too often they 
never get started. It proves an expen- 
sive venture. 

If the new agent, who is a part-timer, 
has any talent for writine life insurance, 
it will only be a matter of a few 
months, or a year, before he is entirely 
willing to give his whole time to the 
business, 





| 
| 
| 
| 
| 
| 
| 


dent Life & Accident for the first quar- 
ter showed an increase of over $180,000 
over the corresponding quarter of last 
year, according to announcement made 
by the officials who feel a deep sense of 
gratification over this record. The pres- 
ent rate of growth, it is said, will show 
a 100 percent increase in premium in- 
come for the period of three years, the 
company’s slogan having been “One 
Third More” for each year since 1921. 
Provident office forces will shortly be- 
gin moving into the handsome new 13 
story home office which is rapidly near- 
ing completion and plans are being 
made to make the dedication of the 
Provident building a gala day in Chat- 
tanooga. The building is considered 
one of the most beautiful in the south. 


Southern States Big Month 


In April the Southern States Life of 
Atlanta had the largest month in its 


history. It wrote $2,800,000 in that 
month. 
April was designated as “President's 


month” in honor of President Wilmer 
Moore. April is also the anniversary 
month of the company’s organization. 


Gives High School Sales Talk 


| Assistant Secretary E. B. Craig, Jr., 
of the National Life & Accident, ad- 
dressed the salesmanship class of the 


| Hume 


because he finds it profitable, | 


and therefore to his own interest to do | 
J 


SO. 
Started as a Part Timer 


Several years ago a Tennessee com- 
pany had a part-time agent in the west- 
ern section of North Carolina who was 
a cashier in a country bank. The agency 
manager felt that the young man was 
capable of developing into a large pro- 
ducer, 


up his position in the bank. Instead of 


but found him too timid to give | 


putting on too much pressure to secure | 


the agency manager en- 
as much time 
and within a 
to sever his 


his resignation, 
couraged him to devote 
as possible to soliciting, 
year’s time he was ready 
connection with the bank. 

May Change Its Views 


A recent issue of the “Life Asso- 
ciation News,” published by the Na- 
tional Association of Life Underwriters, 
prints an elaborate symposium of opin- 
ions on part-time agents, without tak- 
ing any decided stand editorially. It 
will be remembered that one of the ten- 
ets of the association has always been 
full-time agents. There some specu- 
lation now as to whether or not the 
association will meet the views of Dr. 
Simmons and others who favor part- 
time agents. 

It will be recalled that the association 


is 


last week on 





Fogg high school at Nashville} 
“What It Takes to Make a! 


Salesman.” He impressed on _ the} 
students the fact that they must know 
the branch of business that they enter 
well so as to be able to make their 
prospect for sale interested. He also 
| brought out many other important 
things that will help them in their 
future which are applied in the insur- 
ance business. 
Carolina Life . 
The Carolina Life of Raleigh, N. C., 

|has been organized. W. N. a 


| secretary of state for North Carolina, 


is 


president; Daniel Allen, vice- -president : 
Dr. Paul Neal, medical director, and J. 
M. Broughton, attorney. Mr. Allen is 


|the general manager. 


It has a capital 


stock of $100,000 and starts business 
with 


put on its books. 


Hits Million-a-Month Pace 


The A. O. Swink agency of the At- 
lantic Life, whose territory embraces 


Virginia and the District of Columbia, 


had the best April in the history of the 
|company, paying for a total of $1,012,- 
918, In achieving this record, the 


has found it difficult at times to secure | 


| executive officers, particularly _ presi- 
dents, for the reason that in the past 
the president has been forced to do a 


| hearty 





great deal of traveling at his own ex- 
pense. At the Chicago meeting last 
September, Lee J. Dougherty, then 
president of the American Life Conven- 
tion, suggested that it would not be 
amiss for the companies to make a con- 
tribution to the association which might 
be used to defray traveling expenses. 

This suggestion was received with 
acclaim by some of the members 

association. It would hardly 
seem possible that companies favoring 
part-time agents would be moved to 
contribute to such a fund if the associa- 
tion itself were decidedly antagonistic 
to part-time agents. 


of the 





Increases Being Made 
CHATTANOOGA, TENN., May 10. 


-The premium income of the Provi- 





cots. 





Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. 
them to put over your message or your sp Send 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, 


Use 
1 sales for 





CHICAGO 








| with an act of the 


agency kept pace with records of three 
previous months of this year, each of 
these having also exceeded that of any 
corresponding month in previous years. 


Woodmen Refused License 


License in Oklahoma 
fused the Woodmen of 
the Woodmen Circle by Insurance Com- 
missioner Reed, thus reversing the ac- 
tion of the state fraternal insurance 
board last February, which granted such 
a license. Mr. Reed’s action followed 
an opinion by the attorney general hold- 
ing that the action of the board was an 
illegal proceeding. The issuance of a 
license was placed squarely on Reed's 
shoulders by the attorney general's opin- 
ion, and the commissioner refused it, 
giving his reason the fact that the 
grand had declined to comply 
legislature requiring 
the lodge either to reinstate certain ex- 
pelled members or give them a _ hear- 
ing on the question of their expulsion. 
This action on the part of the commis- 
sioner does not affect insurance in ef- 
fect at present, but merely prevents the 
order from writing any new business in 
the state. 


has been re- 
the Worid and 


as 


lodge 


Says Company Not Licensed 


The attention of the Oklahoma in- 
surance denartment has been called to a 
case in which an agent said to repre- 
sent the Southland Life of Dallas, sold 
a million dollar policy to an oil man in 


Tulsa, it was announced by Commis- 
sioner Reed. Mr. Reed said _ that 
neither the Southland Life nor the agent 
had been licensed in Oklahoma. 


Van Arsdall in Oklahoma 


A three weeks’ course of life insur- 
ance salesmanship will open in Okla- 
homa City May 12, for the sales force 
of the Equitable Life of New York, un- 
der the direction of George B. Van Ars- 
dall of New York. In addition to the 
12 city solicitors, 40 representatives 
from over the state will attend. 





Penn Heads to New Orleans 


The two chief executives and four 
other officials of the Penn Mutual Life 
will be in New Orleans as the guests 
of Dorion Fleming, general agent there. 
including William A, Law, president of 
the company, William H. Kinsley, vice- 
president; George R. White, associate 
actuary; Dr. Henry Dillard, assistant 
medical director; Ralph Humphreys, as- 
sistant to the vice-president, and Mal- 
colm Adam, assistant supervisor. Each 
of the visitors will speak before a group 
of southern general agents invited to 
New Orleans by Mr. Fleming for a 
conference. 


Life and Casualty Promotions 


E, Hall Cullom, 
sales manager of the 
of the Life & Casualty, has been pro- 
moted to manager of the ordinary de- 
partment, and Frank C. Wormack, who 
has been assistant superintendent in the 


who has been assistant 
Nashville Life staff 


district for some time, is promoted to 
superintendent. 
Other promotions made by the Life & 


Casualty are: J. A. Likens of Covington, 
Ky., has been promoted to assistant su- 
perintendent; J. C. Greer has received 
the same promotion at Baton Rouge, 
La.; J. L. Davis, after being transferred 
from the New Orleans office, has been 
made assistant superintendent in Alex- 
andria, La.: N. G. Ozmont is now an 
assistant superintendent in Jonesboro, 
Ark.: L. W. Thomas was promoted to 


| assistant superintendent in Baton Rouge. 


$1,000,000 insurance already to be 


Southern Notes 


The Provident Mutual Life has entered 
Kentucky. 

The Provident Life & Accident has 
been licensed in Oklahoma, 

















IF YOU CAN ‘QUALIFY 


BATTLE CREEK 


WHERE THE WORLDS BREAKFAST IS MADE 








For, perhaps, you are one of the few 
men able to fill such a big job as this 
one. Battle Creek, Michigan, is world- 
renowned for its breakfast foods, di- 
versified factories, and great pros- 
perity. You must be a large personal 
producer, good organizer, be of high 
social standing, financial responsi- 
bility, and large earning capacity. 

We will give yoy unlimited co-opera- 
tion in finding and closing business, 
and in a line of policies with new 
selling features and settlement pro- 
visions. We have more than $125,- 
000,000 of insurance in force, and a 
greater ratio of assets to liabilities 
than any other large company in the 
same field. 

If you can qualify, we will give you 
a contract direct with the home office, 
a liberal first year commission, a re- 
newal commission, a collection fee, 
an office allowance and a_ business- 
development allowance. 

Let's see if you are the man we want! 


Address “J-17,” c/o Nationa, Un- 
DERWRITER. 
Note: We also have an unusually 


attractive, 
salesmen 
ited. 


special contract for good 
whose experience lim- 


is 
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GARNISHMENT 


Test Case in Seattle to Decide Whether 
Creditors Have Right to Policy 
Proceeds 


SEATTLE, WASH., May 6—The 
law in regard to garnishment of insur- 
ance money is being tested here. In an 
effort to preserve the rights of Dr. M. 
B. Mattice of Sedro Woolley if he 
should win a fight for $55,000 insurance 
on the life of his son, the late Dr. A. F. 
Mattice, the doctor’s attorneys have 
filed in the superior court an applica- 
tion to dissolve garnishment served by 
the Dexter Horton National Bank on 
two insurance companies. The bank 
contends that Dr. M. B. Mattice owes 
it $10,000 and interest on a two-year-old 
promissory note, that the companies owe 


him the insurance and that they be- 
fore they pay him should pay the 
$10,000 to the bank. 

The doctor’s attorneys declare that 


under the statutes of the state of Wash- 
ington, the insurance money is exempt 
from such garnishment, as the debt was 
contracted a long time before the insur- 
ance policies were even executed. The 
question of law raised will be decided at 
the hearing on the motion to quash the 
garnishments. 


Dr. Mattice has sued the New York 
Life for $25,000 on a policy. The suit 
will determine whether Dr. A. F. Mat- 


tice, the son, committed suicide or shot 
himself accidentally last Thanksgiving 
day The same rule will apply to a 
$30,000 policy of the Maryland Casualty, 


Rules on Policy Delivery 
PORTLAND, ORE., May 7.—A life 


insurance company must pay insurance 
upon proof of death even if the policy 
itself has not been placed in the hands 
of the insured. according to a ruling 
made by Federal Judge Robert S. Bean 
at Portland. The decision was given in 
the case of the heirs of O. A. Jackson, 
ot Tillamook, against the New York 
Life. A clause of the company’s in- 
surance policy reads that it shall not be 
effective until handed to the in- 
In this case, the policy had been 


come 
sured 


ISSUE RAISED | 


| ceived 


sent to the local agent at Tillamook for 
transmission to The latter 
was killed before receiving it. All pro- 
had been complied with, other- 


Jackson 


visions 


wise 





Sun Gets California License 


After waiting for more than a month 
for the wiping away of unexpected diffi 
culties, the Sun Life of Canada has re- 

its California license The San 
Francisco office of the company, which 


is located in the Alaska Commercial 
building, is in charge of P. M. Jost, 
formerly of Montreal. Mr. Jost will 
have jurisdiction over the central part 
of the state. Offices in Los Angeles 
will be opened later in the year 
| 
Plan Coast Sales Congress 

The Northern Association of Califor- 
nia Life Underwriters has arranged for 
a sales congress which is to be held 
May 29th and 30th in San Francisco 
W. E. Bilheimer of St. Louis, well 
known for his educational work in life 


| of 


insurance, has been engaged to come to 
San Francisco and manage the meet 


To Welcome ; Prudential Officials 


Francisco life underwriters 
preparing to receive the executive staff 
the Prudential who are expected to 
arrive in San Francisco during the lat- 
ter part of this month. According to 
advices the party will be headed by 
President Edward D. Duffield. Other 
members of the party George W. 
Munsick, vice-president; Fred W. Tas- 
ney, vice-president; R. H. Bradley, man 
ager of the company’s bond department; 
George H. Chase, secretary to the presi- 
dent, and W. Kirk, division 


manager. 


San are 


are 


George 


Heads Producers Club Third Time 
Wateriall of 


Berkeley, Cal., 


Benjamin 
EK} ¢ 


has won the presidency of the ap- 
itan Producers’ Club of the Calitorma 
State Life for the third successive time 
Mr. Waterfall’s average monthly pro 
duction for the club year exceeded $50 


000, 








Mutual Life. Ray Hackel has been ap- 
pointed district manager at Wynot, Neb 
New San Francisco Company 
The Pioneer Life & Accident is being 
organized in San Francisco for the pur 
pose of doing a general business under 
the assessment plan It is reported that 
| Several other similar accident assessment 
companies are under the process of or 
gcanization in various parts of California 
especially since the law affecting this 
class of business was amended and mad 
more liberal Several of these new 
assessment concerns are being formed by 

stock company men 
Travelers Accident Business 

Vice-President B. A. Page of the Trav- 
elers reports an increase of over 30 per 
cent in new accident business so far in 
1924 as compared with a similar period 
in 192 During the recent birthday 
cake celebration, which lasted one week 
} over $150,000 in new accident premiums 
were written, breaking all records for 





a week's production 


Thompson to Be Reelected 


BALTIMORE, MD., May 6 Richard H 
Thompson, third vice-president of the 
Maryland Casualty, it is believed in in 
surance here will be reelected 
chairman of the Bureau of Personal Acci 


circles 


dent and Health Underwriters when the 
annual meeting is held in New York this 
month Mr. Thompson, who is recognized 
as one of the leading accident and health 
underwriters in the country, has made an 
enviable record in his four terms as head 
of the Bureau 1 few months ago he 
was made first vice-president of the 
Maryland Assurance, but with the sal 
of th company to the Eureka Life he 
is now devoting all his time to the acci 
dent and health department of the Mary- 
land Casualty 
Enters Four New States 

Since Jan. 1 the Inter-State Busines 
Men's Accident of Des Moines has been 
granted licenses in four new states 
Maryland, Virginia, West Virginia and 
North Carolina are now numbered among 
the territories of this association Witt 
the addition of these states to its field 
of operatior it now has a tot of 
states in which it is licensed to operat: 


New Oklahoma Company Licensed 


License has been granted to the Ok 
homa Life to operate in Oklahoma The 
company has been recently organized 
with A. V. Whitten as secretary) The 
company is capitalized at $50,000, and 
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will write life, health and accident in- 
Surance on the stipulated premium plan. 


The incorporators are R. R. Culbertson 
and J. Culbertson, both of Maud, and 
A. V. Whitten of Oklahoma City. 
Inter-Ocean Shows Gain 

The Inter-Ocean Casualty showed a 
premium gain of $100,000 the first quar- 
ter of 1924 as compared with the same 
period in 1923 Unless business condi- 
tions are affected adversely during the 
remainder of the year, the company ex- 
pects to maintain at least this rate of 
gain. The loss record for the first three 
months was also favorable 

National L. & A. Promotions 

The following promotions have been 
made by the National Life & Accident 
W. M. Maher has been promoted to man- 
ager at St. Joseph, Mo., from superin- 
tendent in the Wichita district H. N, 
Baldwin has received the promotion to 


superintendency in the Bristol district. 


Gets Out Automobile Policy 
The Maryland Casualty 
a $5 


has gotten out 
automobile accident policy 
$1,500 principal sum and $25 
indemnity where a policyholder 
is injured in consequence of an 
automobile either while driving or 
the machine or being run 
one while walking on a 
highway The weekly indemnity 
week not exceeding 26 weeks. 
partial indemnity is $12.50 a week, 
not exceeding four weeks. Three-fourths 
of the principal sum is paid for either 
arm or leg half the sum for either 
hand or foot third the sum for sight 
of one eye the sum for thumb 
index either hand 


special 
paying 
weekly 


riding in 
down by 
publik 
is $25 a 


one 
one 
tenth 
of 


one 


and finger 


Accident Notes 


W. C. Ingersoll, manager of the lim 
ited department of the Great American 
Casualty of Chicago, was bereaved by the 
death of his wife last week 
well-known 
had been handling a 
nsiderable amount of personal accident 

department of the United 
died May 3 
ly of Cleveland, O 
ial agent for the 
Milwaukee 
the accident 


Louisville 


‘ orme}l 
ippointed spec 
l of 

veteran in 


the National Life 
olumbus, O., district, 
Dedication Con- 
work but 
account 
back on the 
weeks in a hospital 
but is now in good 


on 





an operation, 











IN THE ACCIDENT AND HEALTH FIELD 








DECISION MADE ON RELEASE 
Illinois Appellate Court Remands Case 
for New Trial on Point of 
Alleged Deceit 





The appellate court of Illinois, third 
has handed down a decision 
companies 


division, 


| 


of importance to imsurance 
and the insuring public. Merle Bucker | 
had an accident policy for $5,500 in the 


Central Business Men’s of Chicago, 
which provided 
should carry insurance with some other 
company covering the with- 
out written notice to the company, the 
liability would be only for such propor 
tion of the $5.500 as the amount bore 
the total insurance carried. Later Mr 
Bucker took out a life policy with the 
New York Life which provided addi 
tional insurance 1 due 
accident 

In October, 


Same loss 


death were 


1919, Mr Bucker was 


killed in a holdup In settling with 
Mrs. Bucker, the Central Business 
Men’s held that, in accordance with the 
terms of the policy, it was liable only 
to the extent of $4,500 Mrs. Bucket 
brought suit, charging fraud and deceit 


Judge Fisher, of the Cook County ¢ 
, . th 


cuit Court sustained the defense of t 

company, which stood upon the release 
obtained from Mrs. Bucker, but the 
appellate court reversed the 1 sion 


that if the insured | 


to} 


to 


with instruc- 
court proceed to 
trial upon the of fraud and 
deceit in the procuring of the release 
The court held that the release 
detense to an action 
fraud in securing it. 


the case 
circuit 


question 


remanded 
that the 


and 


tions 


secured 


is no charging 


Seaplane Is Aircraft 





Sustaining a demurrer offered by coun- 
sel for the Missouri State Life and ‘hold 
ing that a seaplan is an air boat and 
not a water boat, the ircuit court at 
Kansas City dismissed the suit for $40,000 
accident insurance for the death of 
August J. Bulte in a seaplane accident 
off the coast of Florida in 1922 sulte 
his wife and three others lost their lives 
when the seaplane on which they wer 
passengers was wrecked between Miami! 
Fla... and the Isle of Bimini The pilot 
was tl only survivor of the mishap 
The policy had a provision exempting 
tirer t mishaps from coverage 

Lincoln Company's Appointments 

Elmer Ther formerly superintendent 
of agents of the accident department of 
the Old Line of I n has beer ay 
pointed a vi president of the Business 
Men's Protective of Linecolr and wil 
spend most of his time in development 
of agencies Mr. Theno has had several 
years of experience in the accident and 
health field 

Robert B. Stowell of Lincoln has |} n 


appointed a special agent for the Busi 
ness Men’‘s Protective He has been with 
the Lin In agency of the Massachusetts 





Policy Literature, Rate Books, etc 
PRICE, $3.50 and $2.00 respectively. 





NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender \ alues, and all Changes in 
Supplementing the “Unique Manuai- 
Digest" and ‘Little Gem,” Published Annually in May and April respectively. 








UNION CENTRAL’S DIVIDENDS 


Schedule Announced Last Week Shows 
Notable Reductions in Net 
Costs Throughout 


The new 1925 dividend schedule of 
Union Central Life, nayable on poli 
since Jan. 1 this year 
shows a notable increase trom 
There 


crease mm 


ol 
ranging 


cies issued 


are a cases 
where a the net 
is shown, but this is merely in line with 
the readjustment of dividend 
schedules, according to recent actuarial 
investigations [The smaller incre 
ind few cases of decreases in the divi 
dends are shown at the older 
the higher dividend period or 
The net cost, in most cases, 
reduced about 10 percent A con 
of the new and old net cost 
life, at ages 25, 35 and 


percent 

slight it cost 
general 
isces 
ares al a 
at these 


ages 


oldet 


in the future 


The 


sche dule 


Central dividend 
vear 1925, but 
applies only to issues since Jan, 1, 1924, 
The an adjust 


new Union 


begins with the 
involves 


new schedule 


|} ment of dividends between the younger 





ul the older ages rhe dividends on 
the younger ages have been enormously 
nereased, while the older ages have 
been decreased somewhat The de- 
crease does not involve the early ages 
of the policy so much as the later years. 
[The company feels that it would be 
manifestly untair to apply this dividend 
schedule to old policyholders who are 


now entitled to the large dividends pro- 
vided by the old schedule at older ages. 
No doubt an will be made 
tor old poli vholders should 

inequity otherwise, be- 


adjustment 
u 


there be any 


tween the old and the new schedule 
The Umon Central has made a change 
in the matter of paying excess interest 
rate on proceeds ot policies left by the 
company Formerly the company only 
paid 3 per cent, the guaranteed rate, 
the first vear. From now on 5 percent 
or whatever the total rate of interest 18, 
will be paid the first vear as well as 
subsequent years If these payments 
are made monthly, the annual rate is 


discounted and 4.88 percent is paid each 





o, ~- + + _. + 


“ 








SERVICE TO SALESMEN 


Engraved birthday greetings on 
fine wedding stock with envel- 
opes to match, for salesmen to 
send to policyholders. Some- 
thing fine and new. 


_ BANKERS LIFE COMPANY 


Des Moines, lowa 


GEO. KUHNS, President 




















Insurance Promoters 


can 


—Buy the balance of your stock. 

—Put you in business at once. 

—Resell stock back to you at same price. 
If your organization is strong and your stock 

partially sold; you will be interested in our 

plan. 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, IIl. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 











A text boox for beginmers, @ review book for experienced men, a book that every life insurance man should 
Lave—J A. Jackson's “Easy Lessons Life Insurance.”’ 1.59, including Quiz Book supplement. The 
Na al I erwriter, 1962 Insurance Exchange, Chicago . 
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month, under the present interest basis. 
The following table illustrates the 


periods required for policies to become | . 


paid-up by leaving dividends on de- 
posit with the company. The figures 
are contingent on the company main- 
taining its present dividend scale and 
continuing to allow 5 percent interest 
on deposits. 


-Number of Years- 





Ages End End 40 30 20 
at Ordi- at at Yr. Yr Yr 
Issue nary 85 65 End End End 
15 25 24 24 24 20 16 
20 24 25 23 20 16 
25 24 23 22 20 16 
30 23 22 21 20 16 
35 22 22 20 20 16 
40 22 21 18 20 16 
45 21 20 16 19 16 
50 20 19 13 19 16 
55 18 18 9 ae 15 
60 17 17 15 
65 15 15 


Policies issued on the following plans 
will become paid-up in the number of 
years indicated no matter at what age 
they are issued: 10 payment life, nine 
years; 15-payment life, 12 years: 20-pay- 
ment life, 15 years; 25-payment life, 17 
years; 30-payment life, 19 years. The 
above illustrations are applicable only to 
policies issued in 1924 and subsequent 
years. 

The complete dividend schedule on 
the three principal policy forms was 
given in last week’s issue of THe Na- 
TIONAL UNDERWRITER and additional ex- 
hibits of the new dividend schedule are 
as follows: 


20 Payment Life 


—— Dividend Year — 






Age 2 ) 10 15 
3 
5 99 4.09 4 
6 03 4.14 if 
- 05 4.16 7 
# 09 4.20 7 
9 3 4.25 7 
0, 7 4.30 7 
21. 2 4.35 7 > 
2. 28 4.40 7 
23 31 4.45 7 
34... 7 4.50 7 
25. 2 4.56 7 
26. 9% 4.64 7 
27 t 4.69 7 
28.. il 4.77 7 
3 68 4.84 g. 
76 4.92 s 
4.99 8 
90 5.08 8 
5.14 5 8 
5.19 5 43 7 8.5 
5.25 5.68 oe 7.60 9 
5.29 5.7 6.57 7.78 9 
5.35 5.80 6.68 7.96 9 
5.38 5.84 6.77 8.15 9% 
5.42 5.88 6.90 8.3810 
5.46 5.95 7.0 8.62310 
5.50 6.02 7 S86 10 





8S 5.54 6 7 
5.60 6.22 7.6 138 11.19 
5.67 6.33 7.86 9.66 11.46 
5.76 6.49 8.12 9.95 11.75 
5.85 6.67 8.38 10.2412 
5.97 6.85 8.66 10.55 12 
6.13 7.09 8.95 10.8712 
6.31 7.3 9.27 11.20 13 


Endowment at 65 





Age Prem 1 2 5 10 15 20 
$ > g $ $ £ $ 
15. 17.69 3.97 4.06 4.35 4.94 5.6 6.45 
lf 18.08 4.01 4.09 4.40 5.02 5.76 6.57 
17 18.49 4.03 4.14 4.46 5.09 5.87 6.69 
18 18.92 4.08 4.18 4.52 5.19 5.99 6.79 
1% 19.39 4.12 4.23 4.59 ’ 6.11 6.93 
20 19.87 4.16 4.27 4.65 9 6.23 7.03 
21 20.38 4.21 4.323 4.7 5.50 6.34 7.17 
22 0.93 4.26 4.39 4.80 5.60 6.46 7.29 











La 


STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 
ANNOUNCES: 


A new policy contract, the benefits of which are retroactive to old policyholders. 

A 1925 dividend scale that makes the net cost of insurance very low. 

An increase in the rate of interest paid on dividends left to accumulate. 
applies on installment settlements and together with the flexibility of the new contract makes such 


settlements especially attractive. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 


The increased rate also 
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Dividend Year ————_, 
° 5 10 « 










4.3 5.71 3 
4.3 5.84 4 
4. 5.95 .t3 
: 4.48 6.04 ‘ 7.90 
2 4.5 6.15 7.03 8.10 
2 4 4.65 6.24 7.16 8.29 
2% 2! 4.7 6.3 7.29 8.53 
q 6 4 6.44 7.45 8.79 
‘ 2 4.3 6.56 7.61 9.07 
3: 2% 4.$ 6.68 7.81 9.38 
33 23 5 6.78 8.01 9.70 
q 30. 5. 6.90 8.24 10.05 
3: : 3 6 7.04 8.50 10.41 
36 $3.23 7.20 8.79 10.81 
37. 34.67 7.39 9.10 11.22 
38. 36.15 7.57 9.43 11.63 
59 37.80 7.81 9.81 12.07 
40 39.57 : 8.07 10.21 12.55 
41 41.51 §& 8.36 10.62 13.01 
2 43.61 5 8.68 11.05 13.51 
3. 45.92 5 9.03 11.52 14.04 
44 48.44 5 9.42 12.01 14.58 
45 51.22 5& 9.83 12.51 15.13 
$6 54.30 5 28 13.07 
47. 57.71 6. 76 13.66 
48 61.53 6 28 14.28 
> Tarr 21 ‘ 
1 


Age years years 1 5 
$ 3 BS 
15. 168.20 153.40 43.90 49.00 
16 171.10 156.30 44.00 49.30 
17 174.10 159.30 44.20 49.80 
18. 177.30 162.40 44.40 50.20 
19.. 180.7 5 44.7 50.80 
20. 18 45.0 51.30 
ee 45.: 1.80 
1 45. 50 
~~ 3.00 

1! 7 





1 

1 

1 

1 

1 

1 

1 

1 

00 101.90 1 
20 105.10 130.90 

880 108.201 

1 

1 

1 

1 

l 

1 

l 

1 


2.20 111.50 


1 
20 147.20 
90.80 121.70 15 
94.00 126.0 
50 97.30 130.40 
’ 90 100.60 1384.90 
5.80 104.00 139.40 


ti 
72.10 


TO WRITE ON MONTHLY PLAN 


Western States Will Offer Minimum of 
$10 Per Month at No Extra 
Cost 


President H. J. Saunders of the West- 
ern States Life has announced that the 
company will now write business on the 
monthly premium plan. Where premi- 
ums are payable monthly, the minimum 
premium which the company will accept 
is $10 per month and the premium is 
figured by taking one-third of the quar- 
terly rate for the policy and age desired. 
No new rate books will be issued. The 
announcement states, “In talking to a 
prospect you will simply use his present 
quarterly rate per $1,000 and divide it 
by three, taking the result to the nearest 
cent. You may sell any amount of in 
surance provided that the monthly pre- 
mium is at least $10. On monthly pre 
mium business the first premium must 
be collected in cash and turned in to 
the company with the application and 
accompanying agent’s report. The com 
pany will send regular monthly premium 
notices to the insured in exactly the 
same way as now applied to our other 
business Monthly premium business 
will count pro-rata towards qualifica 
tion for club and service bonus. Com 
missions will be paid at the same rates 


as now applied to annual, semi-annual 
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or quarterly business. One of the big | stead of the certificate if he so desires. $$ $$ 
advantages of the new plan is that it| The certificate plan is used where an | 





vill help you to write larger policies for | agent, having written an application for 

ill find that many men whom you | one policy believes that he can success- J} 
could not sell on a $75 annual premium | fully deliver another also. The custom 
will agree to pay $10 per month and/ with most companies in the past has 
will make their insurance a part of their | been to send along a completed policy 


| 








regu monthly budget.” upon request of the agent so that when 
apa the agent calls upon the prospect he | 
TO USE CERTIFICATE PLAN 7 ay have the extra policy all ready to 
—_ present. The complete issuing of a pol 


] 


Union Central Will Issue Binding Cer- | '*¥ '5 “ye to cost the company as 
- 2s high as $8 or $10 and then if that policy 
tificate Instead of Policies for | #&h as $8 or S10 and then if that policy 1! "THK MINNESOTA MUTUAL LIFE 
Extra Policy Deliveries which may cost from $8 to $10 more. In 
— order to avoid this cost and yet give to ||| INSURANCE COMPANY 
George L, Williams, vice-president of | the agent the sales value of binding 
the Union Central, announced 





t it ditional insurance when the C) 
wency convention last week that the | plied for is delivered, a certificate is used }] 1] 
caeemees wane Tee tales Gn dnatitimeien | taatendh Wis Gestiieetes tn Gen tieiien as some excellent open 
cor iny Wi Degin using the certificate instead ! certincate ha the ding _ z 
lan for binding additional insurance in- | force of a policy and when accepted terntory in the Lone 
stead of issuing a new policy itself, | the insured takes the place of the policy 


} oo a 
the agent may get the policy in- | until the policy itself is delivered Star State 








RN cance RNa For a District Agency near 


WITH INDUSTRIAL MEN Dallas write 


CHANGES BY JOHN HANCOCK, Lo J. Corrigan and Max Reck, fro SAM R. WEEMS, General Agent 
et on ee ed im Cc 404 Magnolia Building 
Number of Promotions and Transfers agent to agent unattached at Brooklyn } DALLAS 
Are Announced in the Company’s 
Industrial Department 


The following have been promoted by | itial has anew superintendent in the I! SAN ANTONIO 








iia sit atm Cebnaaine For direct Home ‘Office contracts at 


the John Hancock Mutual from the rank 


of agents to assistants in the districts stant ct perintendent s t Clevelat AUSTIN 
f their service: neta File : : . ee omewe . 
Bernard 2 “ian in, Cambridg Mass Row ating <p ~ a 1 to an : acaacatier HOL > l ON 


et Lp} ssis 
Johr P Whitten, Cambride:« Mas T assistaney ted at Bent Har ~ ? ls Be T 
Cyr A. Trethewy, Chicago IIT; Morris | por. Mich. has beer placed under the s GALV ES | ON 
Goldman, Chicago IV, Charles H Ab- | pervis of D. F. Osb ‘ Mr. Osbort 
bott, Stamford, Conn. (White Plains De- us been operating " gent Batt 

ched); Pete Kaminski, Cleveland III; | Creek and was pré te t stant s Address 
Emile J. Dennis, Providence Joh \ perintendent 
W ms, Philadelphia I; Frank E. Car Superintendent A. FE 


Denio of ¢ O. J. LACY 


Bridgeport Conn Jan Ww Rapids. Micl 


Reynolds, Springfield, Mass.: Frank C. | to the memhecs of ried Pe: er 2nd Vice-President — in Charge of Agencies 
Kelly, Detroit III Harrison E. Kee pletion of 20 years” se1 e wit ' SAINT PAUL, MINNESOTA 
Maldet (t.; Lawrence Maschinot Cir 


I! 





Many Transfers Made 





F. Thomas Advanced 


Promoted and Transferred Albert ¢ ot tm Cena oe . 
1.5 esig, from agent at Kast St. L . . . 
I i 
omy at Daven 7. Ai tendent « ( N 
s ‘ * 71) Dal gent t > ‘ - . 
m youn Om - = Fr. W. H W t 


rt te n sistancy at Fort Wayne 


nd.: Chris W Heckenbac fror agent 


at Chicago, III, to an assistancy at Fort | (oe, Gn donnstume Pas ow R li bl 
Wayne, Ind.; Walter S, Tuchewicz, fro Pecnseneg at ee ; AR eae: e ta e 


gent at Schenectady, N. Y., to n as sania o a ‘ sas ; 

stant superintendent at Fort Ways H : 

| Charles E. Ashbaugh, from agent : me 

t MeKeesport, Pa., to at ssistaney at . , ; 

(irar Rapids Mich Joseph C. Mul | - 

gan, from > are at Wate 4 iry Cont t Opens New Cleveland Office 

: aintns superintendent. at Grand 

tapids, Mich.; Bernard C. Glassner, fron The Metropolit : t 
gent at Cleveland II to an assistaney at | (istrict in Cleveland, pr t 
Grand Rapids, Mich.; Harry DPD. Dudley, | H¥man Schrank, f erly assistant 

fr gent at Rochester, N. Y., to an | *8e? the Euclid district, to be ul 
issistancy at Grand Rapids, Mich.;|#8er- The new office v te 
Harry W. Schuler, from agent De West 25th street, giving w par 
roit II t® an assistant superintendent | 5®vVe" Gistricts In Cleve i : m the 
Hecht, from agent at Philadelphia III] * rank Went Cleve i fr Milw 
t assistancy at Trenton, N J = several years ag He has 

TI as J. Farrell, from agent at Long | /#"&e writer both « nary 

sland City to an assistancy at Yonkers t 


N.Y. (Mt. Vernon Detached); Jose Mot The Metrepolitar us 
te r., from agent at Fall River to an t it for t 





J. Cutting, from agent at New Bri - - di A 
ce geal egg ig ase Chatham Mutual can get irect gency con- 
- P t ricer . th PR Rn my | Sav ; 2 ) ct “tf — ry =x Ss , Ss : tracts with 
Moine Walter D. Shelton, from agent | ' dustr straight life | ‘ " 
at ir inapolis to an assistant superin- | ether nes { ident 


ndent at Fort Wayne, Ind.: Herbert 


from — <7 Indiana} to an Drops Dead at Cedar Rapids 
uss incy a tes oines 


tants Transfs er Jame ted- ! ‘ ‘ ‘ SSis = rir n 
gg ag ang pape ee ey Northwestern Union 
bu rt Detached of Haverhill Maur is, I dropped d 1 ther tow . 

} Savage, from New Bedford to | while nan elevator nia mt t ! ° 

en So ae Sea esas eh a poeanes Life Insurance Company 

Other Changes Announced Cedar Ray s fe met . . 

Other dette wanton T. Lyons fro | | Ottawa, Illinois 


nt cashier it Waterbury Cont 








t ier at Fort Wayne, Ifid Richard 

). Furlong, training cashier at Chicag W. G. Harris, president of the Southern ; 

it hier at Grand Rapids, Mich.; | Insurance Company of Nashville, T Address T. O. Berge, Agency Director 

Pet \. Norris, clerk at Long Island | announces 0} purchase by s company 

tit eashier at Hackensack, N } of tl Rie il suram ‘ \ 

Law re ‘ ij Johnson training caushiet New Orleans I bh t was 

it Minneapolis, Mint to cashier at Des dustria vy wit aly 

M Frank Fratus, from chief clerk | of $5¢ 
t m adjuster at Cambridge Mass The Souther “ nn t - 
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Great Northern Life 
Insurance Company 


110 S. Dearborn St. 
Chicago, Ill. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 
Cc. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


Capital, $225,000 Surplus, $170,049.72 


Insurance in Force, Over $21,000,000 

















In the Hands 
of Your Friends 


It is worth a lot to you to know that in all 
your relations with your Home Office you are 
in the hands of your friends. In policy service 
as well as the administration of agency mat- 
ters, THE CLEVELAND LIFE INSUR- 
ANCE COMPANY considers the man in the 
field. It realizes his problems. It has a real 
desire to make his work easier. 


If you are considering the building of a life in- 
surance agency of your own, do it under a lib- 
eral contract—and in the hands of your friends. 


Openings inOHIO, PENNSYLVANIA, WEST 
VIRGINIA, KENTUCKY, ILLINOIS, 
INDIANA and MICHIGAN. Write to us. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 








THE NATIONAL UNDERWRITER 


| organized by 





office at New Orleans in charge of R. C. 


Bumpus. 


Nashville Company Changes Name 
The Continental National Life, recently 
Nashville, Tenn., negroes 


May 8, 1924 


to carry on an industrial life insurance 
business among the race, filed a charter 
amendment last week changing its 


name to the Continental & Globe Life. 
Commissioner Caldwell approved the 
change. 











NEWS OF LOCAL ASSOCIATIONS 
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WILL HOLD SALES CONGRESS 





Baltimore Association Has Secured 
Leading Speakers for Congress of 
Southeastern District 





BALTIMORE, MD., May 6.—Final 
arrangements for the seventh annual 
southeastern district sales congress, to 
be held here at the Maryland Casualty 
auditorium, May 16, will be completed 


| at a meeting of the managers and gen- 


eral agents this week. 

The congress, which will be held un- 
der the auspices of the Baltimore Life 
Underwriters’ Association, will be de- 
voted principally to the problems con- 
fronting the life insurance agents at 
the present time and will be addressed 
by a number of leaders in the life in- 
surance field. 

Among the speakers who have already 
signified their acceptance of invitation 
to speak are: William H. Beers, 
Rochester, N. Y., “Increasing Your 
Business”; Moses Rosenfeld, Baltimore, 
“Trust Agreements in Their Relation to 
Life Insurance”; E. Paul Huttinger, 
Philadelphia, “What an Agent Should 
Know About Taxes”; and George W. 
Ryan of Pittsburgh. The topic of Mr. 
Ryan’s address has not yet been se- 
lected. Felix Rothschild is chairman of 
the committee in charge of the affair. 

Although Washington is holding its 
own sales congress this year, it is be- 


| lieved that a large number of agents 


| from the capital will attend the Balti- 
| more meeting and the usual delegation 
| of 25 or 30 is expected from Hagers- 


congress 1s 
600. 


Attendance at the 
between 500 and 


town. 
expected to be 


| The only entertainment feature will be 


» luncheon. 
k * * 


DETROIT ASSOCIATION MEETS 





Rebert M. Ryan Urges Elimination of 
Questionable Practices of Some 
Underwriters 


laxy of local talent furnished the en- 
tertainment at the regular monthly 
meeting of the life Underwriters Asso- 
ciation of Detroit Monday. Robert M. 
Ryan of the Equitable Life opened the 
meeting with a talk on questionable 


| practices, in which he spoke of uneth- 


ical acts on the part of underwriters 
which serve to undermine the 
dence of the public as to accepting 
their advice in respect to various poli- 
cies. Mr. Ryan pointed out the ne- 
cessity for eliminating all of these 
practices for the general welfare of the 
business. He also pointed out the dis- 
astrous results from recruiting agents 
from various company forces, and urged 
an elimination of these practices or the 
alternative of obtaining the aid of the 


| insurance department and the associa- 
tion in driving underwriters who pur- | 


business. 
Life de- 


sue these practices from the 
Ernest Owen of the Sun 


| scribed some neglected sources of busi- 


ness, pointing out the need for endow- 
ment policies having educational insti- 


| tutions and churches as_ beneficiaries. 


Mr. Owen also stated that policies for 
poorly paid pastors who are in need of 
protection of this kind, offer an excel- 
lent field. ‘ 


Melville H. Zacharias of the Equit- 


| able Life concluded the program with a 


general talk on the subject of human 
nature. He also urged all to make the 
trip to the convention of the National 
Association this year. 

President Milton Woodward  ap- 
pointed a nominating committee, with 


Robert M. Ryan as chairman, for the 


confi-' 








ensuing year. He also asked whether 
there was widespread interest in ob- 
taining the meeting of the National 
Underwriters Association for Detroit 
in 1925, receiving unanimous approval, 
Mr. Woodward also announced that 
plans and contributions for the cooper- 
ative advertising campaign of the asso- 
ciation have been practically completed, 
although there was some question as to 
whether it should be started now with 
an intervening gap during the summer 
months, or be commenced early in the 
fall and carried through continuously, 
xk ke xX : 


HOLD MASON CITY CONGRESS 





Life Underwriters’ Association Staged 
Sales Conference Last Week, with 
W. E. Bilheimer in Charge 





MASON CITY, IA., May 6—The 
“Bilheimer Sales Congress,” staged here 
by the Mason City association last 
week, was the most successful meeting 
this association has held, 135 being 
present for the business sessions. W. E. 
Bilheimer of St. Louis was in charge of 
the sales program, both morning and 
afternoon sessions being devoted to his 
rapid fire selling suggestions. Vaughn 
I. Griffin, president of the Mason City 
association, presided at the morning ses- 
sion and Vice-President M. H. Sims of 
the association presided at the after- 
i Mr. Griffin gave an ad- 
dress of welcome on behalf of the as- 
sociation and Edwin S. Selby, president 
of the Chamber of Commerce, gave an 
address of welcome on behalf of that 
organization. The congress was closed 
with a banquet in the evening at which 
the life underwriters had invited their 
banker friends and several prominent 
Mason City bankers were on the pro- 
gram. Mr. Griffin again presided and 
KE. W. Clark, cashier of the Security 
National Bank, responded to Mr. Grit- 
fin’s welcome. C. H. MeNider, presi- 
dent of the First National Bank, spoke 
nm “Value of Getting Together,” and B 
F. Kauffman, president of the Bankers’ 
Trust Co. of Des Moines, spoke on 
“The Relationsh’p of the Institutions of 
Banking and Life Insurance.” Mr. 
Kauffman’s address very largely cov- 
ered economic conditions in Iowa and 
he stated that Iowa is now in the best 
financial condition it has been for five 
years. Mr, Bilheimer closed the ban- 
quet program with his well known ad- 
dress on “Championship Stuff.” 

* * x 


DUFFIELD AT LOS ANGELES 


noon session. 





Addresses Meeting of Association, 
Which Enjoyed Greatest Attend- 
ance on Record 





LOS ANGELES, CAL., May 6—A 
gathering of between 600 and 700 insur- 
ance men and women of southern Cali- 
fornia packed the Pacific Mutual audi- 
torium to its utmost capacity at last 
weck'’s dinner meeting of the Life 
Underwriters Association of Los An- 
geles. This was by far the largest at- 
tendance ever recorded in the history of 
the association and it augurs well for 
the success of the membership cam- 
paign which has for its objective 2 
membership of 1,000 by July 1. 

The guest of honor and _ principal 
speaker was E. D. Duffield, president of 
the Prudential, who was accompanied 
by two vice-presidents of his company, 
Fred W. Tasney and George W. Mun- 
sick. Other prominent executives who 
were seated at the head table included 
George I. Cochran, president of the Pa- 
cific Mutual, C. I. D. Moore, vice-presi- 
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dent of that company, and W. H. Sav- 
age, wice-president of the Great Re- 
public Life. 

Routine association business was dis- 
pensed with, following the dinner and a 
program of musical numbers, and after 
a brief but intensely interesting talk by 
Louts Ullman on “Taking the frost out 
of the cold canvass,” the remainder of 
the evening was devoted to Mr. Duf- 
field’s address. 

The subject of life insurance in its 
broad application as a social and eco- 
nomic factor in the upbuilding of the 
national life was the theme which was 
given expression in Mr. Duffield’s re- 
marks, together with an inspiring ap- 
peal to life underwriters to observe the 
very highest ideals of service in all of 
their relations with the public. He is a 
forceful speaker, and in no uncertain 
terms attention was directed to the fact 
that if life underwriters expect to be 
worthy of the high calling in which they 
are engaged they must measure up in- 
dividually to its highest standards. 

In conclusion he paid an eloquent and 
sincere tribute to the constitution of 
the United States, reminding his audi- 
ence of the conditions and _ circum- 
stances under which it was prepared 
and adopted and the guarantees which 
it provides to the citizens of this coun- 
try in their individual lives and in their 
relations with their fellowmen. The ten- 
dency which is apparent in some phases 
of our national legislation to regard it 
as a musty document which has out- 
grown its usefulness was severely con- 
demned. In closing, Mr. Duffield stated 
his belief that if men generally would 
seek the welfare of the commonwealth 
instead of the selfish benefit to be 
gained by the individual, a long step 
forward would be taken in solving the 
majority of the existing problems which 
the nation is facing. 


TELLS OF COLLEGE BUSINESS 


Talk by E. M. Owen Before Detroit 
Association Shows Some Neglected 
Sources 


DETROIT, MICH., May 6.—“Some 
neglected sources of business” was the 
interesting topic on which Ernest M. 
Owen, agency manager here tor the 
Sun Life ot Canada spoke to the mem- 
bers of the Detroit association at their 
May meeting. 

Colleges and churches were featured 
by the Sun Lite man. “As the cable and 
the telephone have progressed, insur- 
ance has kept pace with them and the 
other 1mprovements in the activities ot 
modern life,” he said. “The monthly 
income feature of lite insurance wasnt 
thought of until a few years ago. That’s 
only a beginning. Too many ot us use 
our feet more than our heads. There is 
still much to do. Wisdom is knowing 
what to do next; skill is knowing how 
to do it and virtue is doing it. 

“America has boasted tor generations 
of its ‘little red school house.’ Did you 
ever stop to think what this country 
would be if we had never had these 
schools? There is no more interesting 
topic to an American citizen than edu- 
cation. 

“Nearly all colleges have to depend 
largely on bequests and subscriptions 
ior their existence. Classes are being 
organized among graduates to ensure a 
bequest that the individuals could not 
provide. They buy on the 20-year en- 
dowment plan, a wonderful and easy 
way of making a substantial contribu- 
tion. 

‘Another method is to insure the life 
ot the presigent through a class arrange- 
ment. There are 670 colleges in this 
country, which means there are 670 op- 
portunities to make 670 contracts, par- 
ticipated in by thousands of graduates, 
and you not only develop a large source 
of business through these policies but 
you make friends of the contributors 

“And now the church. The ‘little min- 
ister’ spent years of effort in securing 
the necessary diploma that would per- 
mit him to have a little church, and, 
with it, a little salary. Twenty-three 
percent of our preachers receive salaries 
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The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
HARRISON B. SMITH, President ERNEST C. MILAIR, Vice-President and Secretary 











24 THE NATIONAL UNDERWRITER 


dress by some one who can-speak con- | cussed the actual selling of insurance 


$1,500 and 24 percent under $2,000. Only structively on business building methods. | from a practical standpoint. Mr. Hall, 
nine percent are paid more than $3,000. * * wpe velaw Be ans who ame he has 
The average salary of a clergyman is| *Clevelatd, @.-—F. A. G. Merrill, gemerdi | béon “dead “vignt years according to the 
£27.70 z reek. The bricklay -- | agent for the State Mutual of Buffalo, | figuring of life insurance company a¢t- 
pole @. Ween, e bricklayer gets $55 will address the May meeting of Cleve- | uaries, told why he opposed life insur- 
a week. Get the church to buy an €M-|jand Life Underwriters, his subject.|. ance, in a humorous address. Mr. Hall 
dowment for its pastor. Provision. is| jeing: “The Life Insurance - Agent of | carries only $30,000 worth of protection 
made for business executives, why not | yesterday; the Counsellor of Today.” and says the companies won't sell him 


under $1,000 a year, 28 percent under 


The meeting was one of the most 


for church men?” The membership committee, under the | more. 
xk * * leadership of John H. York of the State successful the association has held in 
Springfield, Mo—Guy A. Cowden, gen- Mutual, has been active,-and a large | months. 
: o i A. ° . « ; j . 
eral agent for the Central States of St. | "umber of applications for admission ' 8 
Louis, has been elected president of the will be submitted at a meeting. Nashville, Tenn.——-The movement which 
= is being fostered by Frank C. Allison, 


Springfield association. Mr. Cowde as . 
pringfield association. Mr. Cowden has Tex.—A joint meeting of the 


long been active in organization work. _ Dallas, . a le _| Dr. W. F. Powell, and the Allen Fort 
7 North Texas cng ar and me “ry Be Memorial Bible class in Nashville to, 
- oP surance Managers Club was hé¢ rm making the first Sunday in October of 


San Antonio, Tex.—H. W. Wood, di- | week. Harry W. Wood, director of the each year “insurance day” all over the 
rector of the School of Life Insurance | school of life insurance salesmanship of country where as each ‘minister would 
Salesmanship of Denver University, was | the University of Colorado, and Vernor be urged to speak on the subject, “Are 
the principal speaker at the regular | Hall, credit manager for the Dallas You Insured,” from a Bible standpoint, 
monthly meeting of the Southwest Texas | Wholesale Credit Association, were the was approved by the Nashville Associa- 
principal speakers. Professor Wood ex- | 10) of Life Underwriters at their meet- 





association. These meetings are at- | : 
tended by insurance men from all parts | plained what his school is doing toward ing last week. Besides approving the 
of southwest Texas. In the future a] turning out finished life insurance sales- motion the association pledged them- 
feature of each gathering will be an ad- | men in an eleven week course, and dis- selves to help and aid in every way pos- 





sible in starting the movement. The 
movement is not for the benefit of the 
insurance agent or company but for 
; humanity. The committee has already 
received the endorsement of the gover- 
|} nor, insurance commissioner and many 
prominent ministers. 





ok x ok 


@“A Land Flowing with Milk and | 
Honey” has been a promised land since | 

civilization’s childhood. Wisconsin is such Seer EEE te Sie aeearen ituten Bake 
a land today—the world’s greatest dairy of St. Louis, will be the principal speakers 
herd and the finest clover soil in America. B ee ee eee 
Where farmers handle cash money every j evening (Thursday). 

two weeks, a real insurance man can do Sates thneatitnthee Couternt 
a cash business every month of the twelve. Massachusetts Life association departed 


from its usual custom of meeting in 
Worcester the past week and called a 
meeting in Fitchburg There was a 
| large attendance and much enthusiasm. 
| George H. Spillane, superintendent of the 
John Hancock in Lowell, was the princi- 
pay speaker and emphasized the many 
opportunities for writing insurance and 
the spirit of service which should em- 
bodied in the agent. He praised the as- 
sociation and its work and the result 


nsuranceLompany 
e ° vas 1e addition of a considerable num- 
Home Office, Madison, Wis. | aes ot Lvathene tae = ihe talks. ne 


“A new agent has the same . 6 
contract as the man with a ‘ 

$2,000,000 a year agency.” | Cedar Rapids, Ia.—The Cedar Rapids 

association held its May meeting last 

Friday with B, F. Kauffman, president 

of the Bankers Trust Company, and 

D | Walter St. John, general agent for th 


St. Louis, Mo,.— J. Lionberger Davis, 
chairman of the board of the Security 


a 


Natigeonal 
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Seven Years of Steady Progress 


ASSETS The International Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916..$ 203,000.00 
1917 129,523.00 ey —s record to be proud of. To —— 1917 704,500.00 
—— eet this dependable company is to represent a pillar o i psemety 
1918 .... 155,613.00 safety in the life insurance sh thong You cnsaaane 1918... 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920... 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the !ife in- 1921... 5,019,000.00 


1922 .... 984,558.00 | surance business. 1922... 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 
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Louis Association at the City Club this | 
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Equitable Life of Iowa, as the principal 
speakers on the subject, “The Joint Serv- 
ice of Life Insurance and Trust Com- 
panies.” The life underwriters took this 
occasion to invite the officers of member 
banks in the clearing house as special 
guests, 
aoe 

Sioux Falls, 8S. D.—The South Dakota 
association is now completing details 
for a two days sales school in Sioux 
Falls, to be directed by W. E. Bilheimer 
of St. Louis, who has earned a national 
reputation as a sales congress leader. 
The association expects to have over 200 
life underwriters from all parts of the 
State present for the two days confer- 
ence. 

The association heard a discussion of 
the legal points with regard to wills 
and disposition of property by J. D. 
Coon at its April meeting. At this meet- 
ing the preliminary plans for the sales 
congress were drawn up and committees 
appointed. 

ca * 

New England Women’s — Swami Giri 
Dhirananda of Calcutta, India, in his 
native costume and with flowing hair, 
appeared before the New England 
Women's association in Boston the past 
week as the principal speaker. His sub- 
ject was “The Art of Living” and he 
pleaded for a better understanding of 
foreigners, particularly Orientals, that 
ignorance might be removed and more 
beautiful living result. He stressed 
carrying service into business and in 
making sales of insurance to think more 
of the good the seller is doing the other 
party than the money he would make 
for himself. Mrs. A. M. F. Sherman pre- 
sided and there was a good attendance. 

os ae 

Milwaukee, Wis.—Russel!l Thierbach of 
the Clifford L. MeMillen home general 
agency, Northwestern Mutual Life, will 
be chairman in charge of the meeting of 
the Milwaukee association, May 9. J. T 
Gallagher, assistant superintendent of 
claims at the home office of the North- 
western Mutual, will be the principal 
speaker. Open forum discussion will fol- 
low Mr, Gallagher's talk. The May meet- 
ing is one of the first under the rotating 
chairmanship plan brought forth by 
President E. L. Carson soon after his 
reelection as head of the association 

x os 

Lincoln, Neb. At the monthly meeting 
of the Lincoln association a resolution 
was passed urging the delegates from 
the Lincoln chamber of commerce to the 
United States Chamber of Commerce at 
Cleveland to support the resolution to 
be recommended that state taxes on in- 
Surance should be so limited as produce 
the revenues only sufficient to meet the 
cost of state supervision of insurance 
companies The resolution called atten- 
tion to the fact that in Nebraska the 
taxes and fees levied total $450.000 a 
year, while only $26,000 is appopriated 
for state supervision 

The executive committee submitted a 
resolution reciting that the apparent 
lack of interest on the part of many 
members as evidenced by the small at- 
tendance at meetings, and the decreasing 
membership, although the benefits accu- 
ing to membership were never as pro- 


nounced as now. It was therefore pro- 
posed that the annual dues be raised to 
$15. This would provide a free feed. and 
induce a large attendance it was be- 


lieved. Many objections were lodged, and 
after a lively debate the matter went 
over till next month. 


P. N. Thevenet, vice-president and sec- 
retary of the Southland Life of Dallas, is 
spending a month’s vacation in Florida. 
He is accompanied by Mrs. Thevenet. He 
made the trip from Dallas to New 
Orleans by rail and went to Seminole by 
boat. Mr. Thevenet has a fruit farm 
near Seminole 
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DEFENDS HIGH COURT 
ITS PAST HISTORY REVIEWED 


Address by Bullitt Before Life Coun- 
sel Urges Lawyers to Uphold This 
Valuable Institution 


GREENSBORO, N. C., May 7.—All 
life insurance counsel were urged to 
join in upholding the hands of the Su- 
preme Court of the United States in the 
iace of the attacks upon its authority 
irom all sides, in a speech by William 
Marshall Bullitt, formerly solicitor gen- 
eral of the United States, before the 
nnual meeting of the Association of 
Life Insurance Counsel here this week. 
Mr. Bullitt discussed the history of the 
Supreme Court and its exercise of its 
power to declare void any act of con- 
wress, or of a state legislative body. He 
pointed out the fairness of the exercise 
of this privilege in the past and its value 


in preserving stability in legislation. Mr. 
Bullitt spoke in part as follows: 
Shows Conservative Part 

In the past 130 years, congress has 

passed 45,000 acts covering more than 

50,000 pages, while there have been 


hundreds of thousands of state laws ag- 
gregating over 1,500,000 pages Dur 
ng the same period the Supreme Court 


decided a little less than 30,000 


a> 

uses; and it has declared void only 49 
acts of congress and about 375 state 
laws, covering at most a few hundred 


pages, which is but a trifling percentag« 


of nearly 2,000,000 of pages of pre 
sumably valid acts. 
A critical study of the few acts oi 





congress thus annulled, shows that many, 
of them were comparatively unimpor 
that most ot them encroached 


either upon the purely domestic affairs 
the states, or infringed certain funda- 
mental personal rights guaranteed by 


LIFE 


the constitution to individuals, who in 
most instances were persons of humble 
station in life; that a few prevented con- 
gress from doing things which the con- 
stitution expressly prohibited it from 
doing; while less than a dozen were of 
great public interest. 
Checked Hasty Legistiation 


The supreme court has not been hos- 
tile to labor. 
The courts of the several states have 


themselves declared more than 300 so 
called “state labor laws” unconstitu- 
tional, and if comparative figures mean 
anything, they would seem to indicate 
that the Supreme Court was more 
friendly to labor than the state courts 
Indeed the Supreme Court has gone 
very far towards sustaining the legts- 
lation of the states with respect t 
labor and public welfare laws 

With respect to state laws generally, 
the Supreme Court has in 130 vears, 
declared about 1,200 state statutes valid. 
and has held about 375 state statutes 
to be in violation of the federal cone 
stitution. 

$y these decisions the states have 
learned that they cannot violate the 
prohibition against state action con 
tained in the constitution, nor can they 
infringe upon the exclusive powers of 
congress; and since the passage of the 
14th amendment, many cases have 
arisen where the states attempted gen 
erally through the power of taxation 
or the so-called “police power” to «dk 
prive persons ot their property without 
due process of law, 

In the first 100 vears of « ational 
lite, the states, in the concepti of 
their independent sovereignties, repeat 
edly ignored constitutional limitations 
which the Supreme Court had to er 
force by declaring state acts void. In 
latter vears it 1s congress which has be 
come restive of the restraints imposed 
on it by the constitution It has been 
wont to assume that it was all power 
ful; that anything which it desired t 
do tor the supposed welfare of society | 


INSURANCE 


EDITION 


was proper, and that to it anyone could 


look tor relief in any direction, 

rhe result has been that year by 
vear the activities of congress have 
widened It attempts to deal with 
every possible phase of national, social 
and economic life It thinks that its 
will is supreme. But there is where it 
is im error Che Supreme Court has 
again and again and with increasing fre 


quency of late years been compelled to 


remind congress that it must not pass 


25 


| penter as eastern superintendent at Tor- 


] 


onto, to become general manager for 
the National Life of Canada, has also 
necessitated some changes. C. A, But- 


ler, formerly manager tor the province 
of Quebec for the Great West at Mont- 
real, has been appointed eastern super- 


intendent to succeed Mr. Carpenter. 
Mr. Taylor, who was originally an in- 
spector in the Ottawa office and later 
manager at Detroit and more recently 
at Chicago, becomes manager at Tor- 
onto for the province of Ontario. This 
is the second largest agency of the 
company C,. T. Milner, an inspector 
it Detroit, has been promoted to suc- 
ceed Mr. Taylor as the Illinois branch 
manager J. A. Robinson, an inspec- 
tor at Calgary, has been sent to Ottawa 


Walter Lamb, 
R. W. Thomp- 


to succeed 


resigned 


as inspector 


who recently 


son, one of the Detroit agents, suc- 
ceeds Mr. Milner as the imspector at 
Detroit _ s Higgins, an imspector 
at Hamilton, Ont has been trans- 
|ierred to London, Ont., as inspector. 


the limits fixed by the constitution. Ii 
any criticism should be justly made of 
the Supreme Court, it is that it has | 
been too reluctant to curb congress in 
its assumption of power Che Supreme 
Court is not, as some have = said 
“Thwarting the will of tl people.” It 
is only recognizing that it is the peo 
ple and not congress which must ex 
tend the powers of the latter 

Phe people created the Supreme 
Court as the means of preserving the 
constitution trom intringements by the 
states on the newly formed nation of 
preserving tts guarantees to the indi 
vidual from the oppression of trium 
phant majorities: and of protecting the 
states and individuals alike from acts of 
congress not authorized bv the consti 
tutior 

As lawyers, we should join in up 
holding the hand of that tribunal which 
its history shows has been inspired by 
an impartial purpose t hold an even 
scale between all contending forces 


ANNOUNCE SEVERAL CHANGES 


Great West Life of Canada Makes Many 
Appointments, Rearranging United 
States and Canada Field 


Following the appointment of T. M. 
lavlor, formerly Illinois manager of 
the Great West Life, as manager for 
the province ot Ontario, the Great West 
Life has announced several appoint- 
ments and transfers, readjusting its en 
tire field The resignation of C. H. Car 


Mullen has been appointed cashier 
manager at the Toronto 


P. < 
and assistant 


ofhice 





New England Mutual Buys S. D. Bonds 


Purch: of $2,000,000 worth of South 


Dakota bonds, 


ise 


internal improvement 


drawing 5 percent interest, has just 
been completed by the New England 
and Mutual Life These bonds come 
due July 2, 1942 This transaction goes 


to show that big eastern insurance com- 


panies have not lost faith in the credit 
of the states in the Northwest 
May Osoinach Month 
Che Continental Life of St. Louis has 
designated May as Osoinach Month in 
honor of General H. W. Osoinach of 
Memphis, Tenn., who is also president 
of the Clic Club of 1923. C. J. Klit- 
gaard, general agent at San Francisco, 
a charter member and first vice-presi 
dent of the (¢ lic was the me to suggest 
making May “Osoinach Month.’ 
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OF NEBRASKA 


Home Office: 
Assets 


Lincoln, Nebraska 


$23,400,000.00 





a 
Bankers Life Insurance Co., 
Lincoln, Nebr. 

Gentlemen: My $2,000 Twenty 


~ 


for $2,000.00. 


participating policy 


sett 


are making the largest 


Murphy, 


Payment Life policy matures today. 


| premiums amounted to $1,164.00 and today your General Agent, Chas. M. Stewart, has 
given me your draft for $639.24, the dividend that has been earned, and a fully paid up 
This will pay me an annual dividend as long as I live. 
This gives me an estate of $2,639.24 plus the dividends for an investment of only 
$1,164.00 that I have had 20 years to pay. 

I think this one of the best savings investments that any young man or woman can 

| make and sorry I did not take out a much larger policy when I started. 
Be sure to look over a Bankers Life contract before taking out insurance for they 
lements at maturity of any company I know of. 


Yours very truly, 


W. J. 


Nebr., Feb. 16, 


SIMS. 


1924 


My total 


BANKERS LIFE INSURANCE COMPAN 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Residence 





If interested consult one 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


of our agents or write 


Name of Insured........... 


so ceeceaueeesss.-Murphy, Nebr. 
Amount of Policy................$2,000.00 
Total Premiums Paid............. 1,164.00 
SETTLEMENT 


Total cash paid to Mr. Sims $639.24 and a 
paid up participating policy for $2,000.00 


Wm. J. Sims 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Mutual................Legal Reserve 
Assets. . wees es -$16,666,178.00 
Guarples ........ me Serer FU 
Insurance in Force.............$173,309,166.00 
The COMPANY has $109.37 of assets for each $100 

of liabilities 
Rate of Interest Earned, 1923............6.20% 
Sr = 


Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has. passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 





New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 
of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60, 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 











MANY SPECIAL TAXES 


BOOST INSURANCE COST 


(CONTINUED FROM PAGE 3) 


miums paid by policyholders, after de- 
ducting dividends allowed in abatement 
thereof, amounted to $43,281,056. The 
payments to the company averaged 
$27.05 per $1,000 of insurance. Only a 
part of this sum was required to aoaeblie | 
protection during the year. 

“Level premium life insurance requires 
a premium which in the early years of 
a policy is in excess of the current cost 
of insurance, and in the later years, less. 
The excess premiums paid in the early 
years are used to create a reserve or 
self insurance fund. It is this fund, and 
the interest earned upon it, which en- 
ables a life insurance company to fur- 
nish insurance on the level premium 
plan, and which relieves the insured 
from the necessity of paying prohibitive 
premiums in their declining age. The 
insuperable objection to assessment in- 
surance, under which the premium in- 
creases with advancing age, is thus 
avoided. 

“In the case of the company whose 
figures I am using there was set aside 
in 1923, as the amount required by the 
laws of the several states to maintain 
the policy reserve, the sum of $21,993,- 
336. The equities of policyholders were 
increased by this amount, and it is 
therefore proper to regard it as an 
offset against the premiums paid. Mak- 
ing this adjustment, it will be found 
that the average actual cost to the 
policyholders of carrying their insur- 
ance in 1923 was $13.30 per $1,000 of 
insurance. When it is remembered that 
the ages of policyholders range all the 
way from fourteen years to ninety-six 
years, it will be seen that this cost is 
very moderate. It should be reduced, 
however, if possible. 

Taxes Greatly Increase Cost 


“The company paid in 1923 to the 
several states, for licenses, fees and 
taxes, other than those on real estate, 
$1,212,831. We find that, if the com- 
pany had not been subject to this bur- 
den, the average cost would have been 
reduced from $13.30 to $12.55, or, if 
federal taxes be included, to $12.28. 


Taxes have increased the cost 8.3 per- 


cent. A saving of this amount would 
not be despised by any policyholder. 

“At the present time the laws of the 
several states under which life insur- 
ance companies are taxed are hopelessly 
confused. There is a complete lack of 
uniformity. Litigation has been re- 
quired in a number of states in order to 
determine the correct basis of the tax, 
and will be required in a number of 
other states. This has involved, and 
will continue to involve, a heavy outlay 
to the companies. In some of the 
states, taxes and fees may be imposed 
by municipalities and other political 
districts It is very difficult, in fact 
almost impossible, except at consider- 
able expense, for the companies scat- 
tered throughout the country to keep 
advised of these exactions, to say noth- 
ing of the difficulty of determining 
whether they are legally imposed. The 
complexities of the different systems of 
state taxation, and the difficulties con- 
nected with local taxation, require the 
establishment of special departments in 
the home offices of the companies which 
are expensive to maintain. I have no 
means of estimating the total savings 
which could be effected for policyhold- 
ers if there were a uniform basis of 
taxation by the states, and if the sys- 
tem of local taxation now prevalent in 
some states should be abolished, but tt 
is clear that such savings would be very 
material 

Tax Plan Inequitable 


“The most general tax imposed by the 
states is upon the premiums paid. The 
tax is therefore analogous to a gross 
income or sales tax In some of the 
states which have adopted an income 
tax, the legislature has attempted to 


include life insurance companies among 
those subject thereto in disregard of the 
fact that the companies are already pay- 


| ing what is equivalent to an income tax. 
The injustice of this course has been 
recognized when it has been pointed 
out, and I am glad to say that the com- 
panies are now subject to both taxes 
in Only two states. 

“The several states maintain insur- 
ance departments which exercise a 
close supervision over insurance com- 
be attributed in some degree the pres- 


jent high standing of the business as a 
|whole. The cast of supervision is 
fairly chargeable against the _ policy- 


holders, but this amounts to less than 5 
percent of the total taxes and fees col- 
lected from them. In other words, 
more than 95 percent of the taxes paid 
by policyholders is used to increase the 
general revenue. 


Refutes Thrift Argument 


“I find myself unable to accept the 
argument that life insurance taxes are 
wrong because they are a tax on thrift. 
li all taxes of that character were abol- 
ished there would be no taxes. Taxa- 
tion and thrift are inseparable. The 
objection to life insurance taxation in 
the forms in which we have been con- 
sidering it, over and above that re- 
quired to meet the cost of supervision, 
rests upon the ground that it violates 
the fundamental principle that the tax 
burden should be distributed as evenly 
as possible. 

“The element of savings in life insur- 
ance is incidental. Aside from endow- 
ment insurance, which, in the company 
to which I have referred, constitutes 
less than five percent of the total out- 
standing insurance, the only element of 
Savings is that required by the level 
premium plan of insurance, under which 
a man pays in the productive years of 
life more than is required to meet the 
current cost of insurance in order that 
in his later years he may pay a smaller 
sum than the rate based upon his at- 
tained age. The reserve created out o 
these excess premiums measures the 
equity which the insured has in his 
policy if he withdraws from the com- 
pany. It may thus be regarded as a 
savings fund, but this, as I have said, 
incidental. The chief purpose of in- 
surance is protection. 


Is Tax on Protection 


“The laws of the several states gen- 
erally recognize that the accumulations 
of savings banks and other institutions 
for savings — be exempt from tax- 
ation. We ha seen that the great 
majority of tal who carry ordinary 
life insurance are people in very mod- 
erate circumstances, to say nothing of 
the vast number who carry industrial 
life insurance. The sound public pol- 
icy which exempts from taxation those 
who are endeavoring to accumulate sav- 
ings for their own old age is applicable, 
with even greater force, to those who 
are trying to provide protection for 
their families in event of their prema- 
ture death. Families are of more value 
to the community than individuals. The 
individual who becomes a pauper in his 
old age awakens our sympathy, al- 
though he may be alone to blame for 
his condition. The widow and ‘children 
whose support is suddenly cut off by 
the premature death of the breadwin- 
ner of the family, an event for which 
they are in no wise responsible, are ob- 
jects of still greater concern. To pen- 
alize by taxation the man who is en- 
deavoring to provide protection for his 
family, while the man intent only upon 
saving for himself is not taxed, is il- 
logical and not in accord with good 
statesmanship. Needless to say, I am 
not arguing for the taxation of savings 
bank deposits. I am trying to point out 
the unwisdom and unfairness of taxing 
the man who has provided his family 
with insurance protection, while his un- 
insured neighbor is untaxed. 

“There is another phase of my sub- 
ject to which some attention must be 
given. I refer to the increasing use of 
estate and inheritance taxes as a means 
of raising revenue, and to the perver- 
sion, with respect to life insurance, of 
the sound theory which underlies such 
taxation. . 

“Under both federal and state laws 
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he gross estate includes the amount re- 
ivable by the executor as insurance 
upon policies taken out by the dece- 
dent upon his own life, and, under the 
federal law, to the extent of the excess 
over $40,000 of the amount receivable 
all beneficiaries as insurance under 
es taken out by the decedent upon 

is wn life In some 
nt receivable by certain benefici- 
ries is also included in the 





states, the 











tate This is an exercise of “strong 

method legiclatior hich 5 

a metnods Of legisiation which 1s 

about equivalent to saying black 
1s te 

: ] ; | 

e proceeds of a lite insurance pol- 

ic pon the life of a decedent never 

"\ t property of the decedent He 

possessed them or enjoyed them 

they never existed during his 

Lifetime They came into being only 

his death. They had their origin 


contract entered into between him 
others, under which it was agreed 
that certain payments should be made 
| and that 
} 





by each into a common tun 
upon the death of each there should 
paid to the legal representatives of the 
decedent, or to certain named beneficiar- 
Only in 





ies, a certain part of the fund. 
very extreme circumstances could the 
contributions of the decedent to the 
equal the amount paid out of the 

The insured parted entirely with 
the ownership of his contributions, and 
such contributions did not constitute 
even a part of his estate. 

Tax Unjustified 





“Admitting that there may be room 
for a difference of opinion in those 


cases where the proceeds of a policy are 
aid to the executor, what room can 
there possibly be for such a difference 
when the proceeds are paid to a named 
beneficiary? One hundred persons agree 
to contribute $10 each month to a 
common fund. They further agree that 
it shall be invested each month, and that 


upon the death of each contributor his 
wife shall receive a proportionate shar 
of the accumulated fund. In the na- 


tural course of events the amounts pay- 
able to the wives of the contributors 
will vary. The death of the last sur- 
viving member will exhaust the fund 
What property is transferred at death 
from the decedents to their wives? Dur- 
ing their lifetime they exercise no con- 
trol over the amounts which their wives 
will receive. They cannot divest their 
wives of their property rights in the 
fund. Once made they do not control 
their contributions to the fund. This is 
an illustration of a simple plan which 
differs from life insurance only in that 
latter case the contributions to 
be made are adjusted according to the 
ages of the contributors and the wite 
of each member receives a fixed amouat 
death of the contributor when- 
occurs Wherein then is the 
justification for the tax? 

Taxes must be paid when due, and 
paid in cash. No one can predict with 
certainty the time of his death and very 
few individuals are in a position to keep 
in idle cash the amount that will be re- 
inheritance 


in the 


quired to pay estate and 
taxes If the money which will be 
required in 1925 for this purpose should 
stored away, the effect upon the 
country would be 


now b 
business life of the 


ver serious 


‘Governments should procure their 
revenue with the least possible sacri 
fice on the part of the taxpayer and 
with the least possible nterruption of 
the orderly processes ol business It 

common story that, under existing 


estate and inheritance tax laws, dec 


( ts’ estates have been depleted to 
far greater extent than the amount 
taken in taxes This results from the 
sity of raising cash to pay such 
Changes Are Suggested 
ere is only one wav bv which 
t t can be reheve ind that 
xem wy trot the iX sO! ch 
rat Ss is req ed t tie 
! hic eT d ‘ ‘ ( lel « 
‘ wealth 1 ICTIN 
dl uN romote a stabl 
When lit urance 
lu he gross estate the mount 


LIFE 
LITTLE REVIVAL SEEN 


FARM BUSINESS STILL QUIET 
Many Companies Are Putting Their 
Hardest Licks on the Cities and 
Getting Results 








Companies writing business in_ the 
agricultural districts do not sce 1 ! 
revival 1 business althougt more 

r ers are conduct dairy | 

using poultry and other products 

here they ca oe i Steadv consistent 
nce ¢ Che ire 1 a prosp is State 

d iré l 1! y msur uC ] - 

( lled wheat « ‘ é cre 1 rs r¢ 
still prostrated and are unable to make 
both ends meet Companies that ire 
ut strong for business are, therefore 
center Ww their nre n those igricul- 


are raised or where dairying is the 
chief enterprise 
The lapse ratio has been terrifix 
among the farmers. Policies purchased 
the past are loaned on and the equtty 


is gone in these policies 


have no money and naturally the agents 
ind companies will not take any Ir 
ther notes The farmers desire their 
imsurance be kept up but are financially 
unable to do anything about ir 
After Business in the Cities 
Many companies are pushing busi 





ness in the cities and are letting 


country districts he tallow until they 
come back City business is much 
more easy to get and the premiums are 
paid with a_ reasonable degree of 
promptitude. More companies, for ex 


ample, are doing business in Chicag 
than ever before and many have es 
tablished offices in 
last vear that wou 
erating there heretofore However, 
there has been quite a slump in Chi 


Id not think of of 


c2go during the last six months. Busi 


evidently have taken 
a decline in recent weeks 


ness conditions 


of lite insurance which must be re- 
quired in order to provide for the pay- 
ment of estate and inheritance taxes 1s 
very much in excess of the amount of 





such taxes, and the premium charge is 
unduly heavy. A life insurance official 
may be charged with a lack of busi- 
ness instinct in thus 

amendment to the exist 

would reduce in consid 

the business his company 

wise obtain, but he is not concerned 
therewith. He believes that in the long 


un business thrives best when it Is no 
run under a forced draft 
“There are two constructive 
tions which, in my opinion, are we 
worthy of consideration by your body 


While I have endeavored to show the 


injustice of taxing life insurance pre- 
miums, I have no hope that the sys 
tem will be abandoned It is to 
stronely entrenched lf, however, the 


taxing power should be taken from the 
political subdivisions ot the several 
states, lifa rm system ot taxa- 





states, 


ib onsiderable sav 
ing in legal and accounting expense 
without iffect state reve s Tt 
’ ' 
second suggest s that life sura 
to the 2 unt required to pay estate 
and inhertt ce taxes, be not include 1 
the gross estate <« lec lents Ll he 
leve that if this be d n ind the rates 
K t within moderate | tes, the reve 
es d ved from such taxes will be ir 
creased rather tha diminishe S 
} 
uch Ss the w Ith the ce try will 
< ncreased there 
kK. W. Hawkes, cener gent for 
Central Life at Gr Bay \W ! 
! ter t ? y ’ ) \ 
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Over 144 Million Policies Now In Force 
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Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 11,1914 Jan. 1, 1924 
Assets peeeuane $ 7,804,230 § 40,113,271 
Policies in Force... 503,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


| The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 














Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


SAFETY—Guaranteed by careful selection of risks and inves 


an efficient and progressive organization. 


SERVICE—Provided 





ments. 


STABILITY—Assured by conservative business policies. 





Home Office: 
Des Moines 


Insurance In Force Over $350,000,000 


For information concerning contracts: 


Address Agency Department 








WINNIPEG’S 


New — First Class — Downtown and Leading Hotel 


The Marlborough 


240 Rooms— 220 Baths — Sample Rooms 


Within three minutes of all Insurance Offices and Agencies 


and Center of 


Financial, Wholesale, Shopping and Theater District. 


R. H. Webb, Manager 














1905 


1924 


Mutual Trust 


Life Insurance Company 


Insurance in Force (Dec 1923) $88 442,000.00 
Total Admitted Assets 10,941,045.07 
Policy Reserves 9 439,248.00 
Dividends left on Deposit (drawing 5% interest) 226,337.68 
Other Liabilities 192,804.53 
Surplus 


$432,944.32 
649,710.54 
———— 1,082,654.86 





$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office 


Chicago Temple Bidg., 77 W. Washington St., 
Chicago, Illinois 














THE NATIONAL 


UNDERWRITER 














IN THE RUT 


Simply because it is traditional to associate the thought of 
Life Insurance with people enjoying good health, a number 
of agents give but little thought to the possibilities of writing 
“Impaired” risks. 

Think what it means to bring your sales effort up to an 
EFFICIENTLY managed basis—to lose, approximately, onl) 
one out of a hundred prospects whose application has been 
made. 

Medical Life writes Sub-standard policies as well as Standard 
policies. Very seldom does a Medical Life salesman have an 
applicant rejected as “Unfit.” And that is why Medical Life 
salesmen, equipped with Standard and Child’s Endowment 
policies in addition to the Sub-standard policy, solicit their 
prospects cfficiently—it is not necessary to pick and choose 
among them to find preferred risks. 
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ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


E. E. BROWN 


Agency Supervisor 
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The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT “ec MONTHLY INCOME INSURANCE. 


sida LATEST POLICIES AND AGENCY CONTRACT Ba'Laviae 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 


Southland Life 


Insurance Co. 


HARRY L. SEAY, President 











Insurance In Force 


$75,000,000 


Admitted Assets 


$8,330,000 





The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and Secretary Vice-President and Actuary 
DALLAS, TEXAS 
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As the Bandits of the Business 


BREACHES OF ETHICS SHARPLY RAPPED 


Robert M. Ryan Denounces Twisters of Policies and Seducers of Agents | 
| 








BY GRORGE 


DETROIT, MICH., May 5i.—lt 
wasn't a pleasant that was 
signed to Robert M. Ryan, agency man- 


as- 


-— 
task 


ager, Equitable Life, for the May 
meeting of the Association of Life Un- 
derwriters of Detroit this evening but 
he went through with it. His talk didn’t 
hurt any but those for whom it was 
meant and they probably didn’t sleep 
any the more easily. It was like tell 
ing a bunch of nice people at a party 
that some one present is picking pockets 
and if he doesn’t quit, his pernicious 
little pleasantry, the matter will be re- 
ferred to the police department. 
Discussed Unethical Practices 
“Bob” Rvat s a regular Chesterfield, 
pretty well hked all down the line trom 
million dollar agenc managers to 
agency cubs That’s possibly why he 
was selected bv President Woodward 
and Speaker Chairman Ives to use the 
lve on the dirty sink. The subject as 
signed to him was “Beneficial Prac- 
tices * It wasn't intendec the iit 
underwriting profession i eneral but 
for certain Detroit managers whose un 
eth doing re known to the men 
vho guide the destini the Detroit 
associat 1 t ove 560 members 
Violati ( ethics are not pec har te 
Detr t, of course i cS vanda S are a 
te a | ‘ he ust = Os W if ba 
dits and stick-up men are. 
Gave Seathing Denunciation 
t 1 dee t rst is} Br Rvat 
va rely sounding a “see mor sell 
more ? te rut his epitonn or he 
law oe ¢ He ] surance ctivities 
‘ 1 ( { ‘ ts ‘ ly «Al t i tK 1 to 
i s SL ti i’ cle 14 iti i I t t 
ce b dits 
\1 ‘ c] < Pha ‘ 4 sD 
000.000 life insurance in toree.” he said 
“The earning power ¢ the nation was 
cure he S60.000.001 It is 
hee culated that man should have 
nye cars oOo his mecome red t f 
fieures demonstrate the averas is be 
Ing Oo \ One VCcal 
“The American peonle spend mors 
tobacco than in savings through lit 
insurance, three quarters as mucl r 
theatre tickets Even as it ts. S7 pe 
cent of estates are made up of life in 
surance, immense amounts of mone) 


} 


being wasted on luxuries 


The nation s,extravagance m non-es 
sentials totalled $22,700,0000 in 1922 
Competition Is Abused 
“Less than three percent of our peo 
ple leave $10,000 and ninety vnercent 
leave nothing at all If we lite men 


would apply ourselves more intelligently 

than we do we could re this dis- 

tressing situation. 
“Notwithstanding the 


1 
eve 


tremendous 


volume of insurance in force and. the 
many millions vet to be written some 
life insurance men feel that if they can 


get a tin on a piece of business a com- 
petitor is about to they are turn- 
ing a smart trick to get it 

‘A doctor, as a professional man, re- 
to take a case another doctor is 
treating unless he is invited to do so by 
the attending physician. The same pro 
fessional ethics prevails in the practice 
of law How We even pretend 
be professional men when we steal 


close 


fuses 


can to 


try to steal another man’s business? 
Undermines Business 

“Outside of the personal wrong to a 
fellow worker, there is a very pro 
nounced danger that these unethical 
managers will, if they persist in their 
practice, disturb and even destrov the 
confidence established through manv 
vears of conscientious and honest ef 
fort If Milt Woodward (president of 
the Detroit Association) writes a line 
of insurance for a man and Zacharias, 


or 


BROWN 


along later 
and tells the assured that Woodward 
was ali wrong, although he one of 
the best life insurance men in the state, 
what is that man to think? Then later, 


(former president) comes 


is 


1 turn up and tell the man they were 
both wrong and I am the only one 
of the three that is right, he can’t have 

contidence left in life insurance 


Encountered in Detroit 


“This sort of thing is being done in 
Detroit. Cases come to light frequently, 
In one, for instance, the man carried a 


survivor annuity policy. 


He 
| 


hange 


20 pay lite, 
was induced by a competitor to c 





to lump sum, ordinary life. He 
couldn't realize what harm he was 
working to his estate in making such 
i sacrifice 

In another case a leading under- 
writer of Detroit was concerned in a 
case that, for the good of the business, 
was taken to the state insurance de- 
partment, resulting in the commissioner 
declaring that a repetition of such twist- 
ing would result in the revocation of 
the offender's license. The assured 
had vy life with double indem- 
nity ability \ competitor of the 
man who had sold him this contract 
induced the assured to drop it. take 


1 disability in 


organization 


$25,000 in his company ans 


eine mi Ss accident 


Sheuld Correct Errors 





“Wi nsurance man believes the 
ecurese ] s not re properly advised 
as to his coverage, the man who wrote 
tl poli ( the con \ which is- 
rT should be given an opportunity 
to c t e erro error there be, 
ind whe \ nd an insurance man has 
done wrong to an assured we should 
t o bring him into line with ethica 
practice lf he won't come into line, 
we should put him out of the business 
Phe usiness of life insurance is big 
we har man or men in it and 
W i il 1 feels he is bigger 
t} the business, it is time for hi 
t et out of 1 

“Another unethical practice that must 
stop is the passing of sales agents fron 
one company to another, and of com- 
panies and managers inviting = such 
changes It cannot possibly help the 
agent himself. It is no different in vic 
iousness than the twisting of a poli 


and there is absolutely no justification 


Was Warning Note 
Mr. Rvan didn’t get what the vaude- 
ville folk call “a hand,” not because his 
audience wasn’t appreciative of his 


courage and the justice of his criticism, 
but for the same reason that one doesn't 
preacher who denounces the 
his congregation, or the host 
there’s a pick-pocket 
among her quests Everyone realized 
that somewhere in that Fuller hotel 
banquet room in which the Detroit As- 
on the first Monday 


applaud the 
sinners in 


who declares 


sociation gathers 


of each month, there were one or more 
men who were as the sinners in the 
church, as a pickpocket in the party 

It was a warning in unmistakeable 
language that the officers of the De- 
troit association won't stand for any 


more twisting of policies or sales agents, 


that the ethics of the iational associa 
tion must be rigidly adhered to and 
that the right of the public to honest 
dealine must be observed, otherwise 
the offending company, manager, sales- 
man, as the case mav be, will have to 
“tell it to the judge” in the court of the 
insurance department. 

A. T.. Davis of the American Central 
Life and Don Sterling of the America! 
Life Reinsurance are members of the 
narty of Dallas business men now on a 
2 000-mile trip through west Texas 
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PREMIUM NOT A DEBT 


DISCUSS PAYMENT BY CHECK 


Views of Courts Cited on This Ques- 
tion by M. V. Jenness in Speech 
Before Counsel 


The payment of premiums by check 
or draft as affected by subsequent dis- 
honor of the paper, was discussed by 
M. V. Jenness, secretary of the North- 
western National Life, speaking before 
the annual meeting of the Association of 
Lite Insurance Counsel in Greensboro, 
N. C., this week. Mr. Jenness stated 
that it is the general rule, when com- 
mercial paper is given in payment of a 
debt and there is no agreement between 
he parties that such paper is to be 
received as absolute payment, that a 
check, certificate of deposit, drait, bill of 
exchange, acceptance, [ 
the debtor is not a payment or ex- 
tinguishment of the original demand. 
Unless the contrary is clearly indicated, 
the instrument operates merely as con 
ditional payment The application of 
the general rule to insurance contract, 


however, shows considerable 


order or note of 


diversity 


opinion and Mr. Jenness, after a 
lengthy consideration ot the subject 
with refernce to numerous court de 


cisions, drew up the following general 
conclusion: 


Premium Not a Debt 


1 The courts e m gree s to 
‘ ip cability ot this general ul to 
ment ol insura pre ums b 
check or dra The slight weight o 
ithorit perh BS tis te the effect that 
nsurance pre m a debt nd 
retore the general ule as t pay 
ent f debts b commercial ape 
does not apply; that the transaction is 
rather an offer and acceptance and the 
sequent dishonor of the paper can 
t be made the basis t i claim of 
eiture 
», The courts in order to avoid a for 
ure are quick to seize ipon any ct 


construed as an indication of inten- 

tion to accept the check or draft itseli 
‘ 1 Fass } 

payment. It would seem advisabk 

herefore to avoid insotar as possible 

vy practice which might be so con- 


trued. Particular care should be exer- 
cised to avoid making any demand based 
on the dishonored check or draft. Some 
companies return the dishonored instru- 
ment immediately, retaining a_ photo- 
raphic copy ot both sides as evidence 
|. The use of a conditional receipt 
has been generally upheld by _ the 
courts and many companies have found 
ch a receipt practicable. 


/ 


Volunteer’s Convention Plans 


Plans have been perfected for the an 
nual agency convention of the Volun 
teer State Life to be held Sept. 15-17 at 
the Signal Mountain Inn, near Chatta 
nooga. The agents of the company will 
meet four qualification requirements 
Those in Class A (members of the Vol 
unteer Circle) must produce $100,000 of 

iid-for business, which will qualify the 
member for attendance at the conven- 
tion with all expenses paid. Those in 
Class B must produce $75,000 of busi 
ness, on not fewer than six lives. Agents 
who have not heretofore qualified for 
circle membership and who produce 
$75,000 will be invited to the convention 
t the company’s expense 

Any agent who entered the service of 
he company since last January 1, and 

hose paid-for production amounts to 
$50,000, provided the amount is written 

not fewer than five lives, will be in 
vited to attend the convention with all 
expenses paid and will qualify under 
Class C. 
Agents writing $25,000, on not fewer 
than three lives will be invited to the 
onvention and the company will as- 
sume all hotel expenses—but such Class 
) members must defray their own 
ransportation expenses 


LIFE 


TWIST THE CONTRACTS 


COMPLAIN OF A SYNDICATE 





Life Companies Doing a Reinsurance 
Business Say Raid Is Being Made 
on Their Clients 


Life insurance companies that have 
a number of clients in the way of other 
companies that are giving them rein 
surance complain that there has been 
a serious attempt to twist these con- 
tracts during the last six or eight 
months by a syndicate of a half-dozen 
companies that are out strong aiter 
reinsurance, both standard and sub 
standard. The point is made that the 
batteries of the syndicate are turned on 
these companies that are already sat 
isfied with their reinsurance arrange 
ments The companies taking the rein- 


surance state that this is decidedly un 


ethical They declare that Ss more 
reprehensible than the twisting of agents 
or the twisting ot business. It is alleged 
that every pressure has been brought 
to bear « companies to swing them 
over i feeders tor the s dicate and 
dislode the their ‘ ne ¢ 
ections 


Mrs. Harding Acknowledges 
Commissioners’ Memorial 


ry) lowing ] Mrs 
Florence Kling Harding knowledging 
the memorial to the late Presi t Hard 
gy, presente the Nati 1 ¢ < 
tio t Insura e ( mimiuss ‘ 

My Dear S 

I am writing t . lv thanl . 
nd through you, the me ers of u 
ssociation, tor the magnihcent mem 
rial t Mr H a £ ecently esented 
to me Beaut ll iS 1t was eng ssed, 
and so artistically presented, its value 
to me hes in the ay ec tive \ ds and 
sentiments in which the feeling of the 
members ot your ssociati with re 
spect to Mr. Harding are expressed 
And as I know the tribute was heartfelt 
and sincere, | feel that 1 ma take the 


y 

liberty to sav that it was well deserved 

Mr. Harding was always a strong be- 
liever in insurance as the home protec 
he shield of the widow and the 
orphan, the builder and maintainer of 
edit, and the solace and security of the 
average man in his battle to win tor 
himselt 1 
competence tor his tamily in the face o 
the somewhat meagre opportunities his 
daily exertions afforded 

Mr. Harding not only believed these 
things but preached them in his publi 
utterances, and voiced them im his edi 
torial expressions 

It was a pleasure to me to meet your 
committee and it is with a deep sense 
of gratitude and appreciation that I ex 
tend my thanks to all your membership 

Very truly vours, 
FioreNnce Kruinc HaArRpDIN« 

Hon. Joseph Button, Secretary, 
National Association of Insurance 

Commissioners, 


Richme nd, \ irginia 


tor, the 
cr 


security in his old age ind a 


Isaac Kauffmann Dies Suddenly 


Isaac Kauffmann, senior member of 
the firm of Kauffmann, Hamburger & 
Kauffmann, general agents for the 


Northwestern Mutual Life at Minne 


apolis, died suddenly in the lobby of the 
Radisson Hotel thers Monday of heart 
disease. He was 69 vears old and had 
been with the company tor 40 vears, 33 
vears in the Twin Cities His son is 
the junior member of the general 


agency firm 


The Continental Assurance has been 
licensed in Nebraska. 
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“Station P-M-L-I-C” 


in the Company's history 

Here’s what our representatives have 

Che priceless asset of a nationally-known name—we ar 
seventy-seven years old. 

Policy contracts sufficing for every need 
Topnotch ser 

Advantageous net cost 

Advertising material that “pulls.” 

Regional Conventions that are schools of salesmanshiy 

Genuine fraternity between Home Office and Field—we 
have neither taskmasters nor slaves 

These are ingredients in our recipe for Field success. We 
welcome men and women who value them 

Ask any Penn MvurtTUaAL representative ! 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


elec. 























. Acacia Mutual Life Association 


\ Formerly the Masonic Mutual Life Association of the District of Columbia 
ite) Insurance in Force, over $150,000,000.00 Assets over $10,000,000.00 
—) We issue all Standard Forms of Old Line Legal Reserve Policies at Net 
> Cost to Master Masons Only. 
cM ¢ To Agents who are Master Masons in good standing we offer 
Ew) Liberal First Year Commissions. Continuous Renewal, thus insuring an 
ncome for life to permanent Acacia Agents. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
—— Homer Building Washington, D. C. 

















SOLD | 


When you buy a Systeman Security Holder, you 
are sold to the best leather container on the mar 
ket for insurance policies, bonds, and valuable 
papers of all kinds. 


You give your client a systematic record of his 
policies in an attractive leather folder, which will 
mean better service to him and more money to 
you. 





Price $2.25. | 


Now is the time to get your order in. 
Larger size at $3.15. 
Liberal quantity discounts 


I would like to examine a Systeman 
Security Holder. If I decide to keep it 


E. L. KAUFMANN I will remit $2.25 within ten days. If not 
965 The Rookery " I will return the holder. = 
209 So. La Salle St. l 


Name 
Chicago, IIl. I 
j Address 











Got enough accident and health insurance? Want to sell more? A tip—read The Casualty 
Review, an illustrated monthly magazine for accident and insurance salesmen. Full o’ pep! 
Full of ideas! Send ten cents for sample copy or $2.00 for a year’s subscription to The 
Casualty Review, 1363 Insurance Exchange, Chicago. 














THE NATIONAL 


U NDERW RITER 








General Agency Opportunities in Ohio 


A New York Company is reorganizing its Ohio 
territory and has openings for Managers at the follow- 
ing points: 

CINCINNATI 
COLUMBUS 
DAYTON 
SPRINGFIELD 
TOLEDO 


The opportunities are attractive for men with suc- 
cessful records who are qualified to organize a produc- 
tive Agency. For further information, with full par- 
ticulars concerning your qualifications, address J-35, 
National Underwriter. 
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Surplus Protection to 
Policyholders $1,000,000 


Reinsurance Lif 





TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











Seventh in the U.S.A. 
Ve Company developed an accident and 
healt ess that placed it m 7th place among all the 
reat) it ut te tate amount of disability claims 
‘ w making equal progress the develop- 
” the ‘ ‘ ance Department 





BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOU RI 








Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
incor porated Under the Laws of Mas ylaend, 1443 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J.N. WARFPFIELD, 
Dr. J. 8. IGLER 


, Searetary Treaswe 


MAGINMIS. Prescent 
T, Meduad Du ecto 


c 
j BARRY MAHOOL, Vice-President 











| binding on the company, 


|erly rejected evidence that such solic- 
iting agent knew the true facts in ref- 
erence to which the applicant made} 


1 Senns Recent Decisions 
As to Life Insurance 


PPLICATION containing false 
statements; true facts known to 
soliciting agent. Where the application 
provides that only statements made to 
the person soliciting the application are 
the court prop- 


false and material misrepresentations.— 

Puckett vs. Metropolitan Life. Court of 

Appeals of Georgia. Decided Apr. 25. 
* ~ = 


Suicide not proved. Accusation of 
misappropriating money; purchase of 
pistol. The action was brought on a 


life insurance policy limiting liability to 
premiums paid in case of the suicide of 
the assured. The assured had a wife 
and children to whom he was devotedly 
attached and was of cheerful dispo- 
sition. Shortly before his death he had 
been accused of misappropriating money 
and had bought a pistol. But his widow 
testified that he had said he bought it 
for protection against robbery. He was 
found with a pistol shot in his head, 
but it was not clear on which side it 
entered. Held, the insurance company 
was liable. The burden was on it to 
prove suicide, and it had not done so. 
The fact that the assured had been ac- 
cused of misappropriating money and 
had bought a pistol was not sufficient 
to shift the burden of proof.—Travelers 
vs. Connolly. Court of 
Decided April 10. 

ce x ” 

Fraternal Society. 

form of government. The assured, 
ing a member of a fraternal 
which, under the laws of Nebraska, 
obliged to operate in that state 
a representative form of government, re- 
fused to pay increased rates on 
ground that at the time of such increase 
it was not so operating. The 
court of the state held that the society 


be- 


was 


Appeals of Md. | 


Representative | 
society | 

under | 
the | 


supreme 
| namely, 


did not constitute a representative form | 


of government within the meaning of 
the state statutes. The 
Supreme Court held that it was bound 
by the decision of the highest court of 
the state fixing the meaning of the 
legislation as though such meaning had 
been specifically expressed 
Sup. Lodge Knights of Pythias vs. 
Meyer. Supreme Court of U. 

, x * x 

When Policy Becomes’ Effective. 
Plaintiff sued as beneficiary under a life 


insurance policy, the application for 
which was made a part of the policy and 
contained a provision that the insured 
“shall incur no liability under this ap 
plication until it has been received, ap- 
proved and the policy issued and deliv 
ered and the full first premium stipu 
lated in the policy has actually been 
paid to and accepted by the company 
during the life time of the life pro 
po ed.” 

Ihe defendant insurance company 


mailed the poli y to its local agent tor 
delivery to the insured The insured 
Y ti } brother to tende: the 
nt of the first premium at the 
per time, but the defendant's agent, 
learning that the insured was ill, re 
‘ te deliver the pol y of! accept 
ent of the amount of the premium 
tendered Ihe insured died tour days 
1 Phe policy contained no provi 
to the effect that the insurance was 
ot effective unless the insured was in 
zood health when the poli should be 
del re | 
lield that herea prompt tender oft 
| ent is usually equivalent to pay 
ment ' conce the contractual 
rights « the art miaking the tender 
! © cou i nia lor its own 
etecthe nsert to =the contract i 
phrase by which it may avoid 
‘ eff { ‘ 4 piere tender bey 
treated s equ alent to an actual } 
ent lhe words “and accepted | the 
as contamed ii the applica 
{ nd relerring to the payment of 


United States | 


therein.— | 


S. April! 
| lapsed because of 








| GETS “ORDER,” INSTEAD 
OF “APPLICATION” 


It is easier to get an order from | 
an average man, than to get an ap-| 
plication, said Kiah Hodges, local 
agent for the Equitable Life of New 
York at Clinton, Okla. “An applica- 
tion, to the buyer, is the spending of 
money for something he does not 
want just at that time—but an order 
is a thing that is given to the average 
salesman freely,” he explained. “So 
when I get a prospect ready to take 


|our selected medical examination, 
with the understanding all the way 
through that I am going to have 


the Equitable build him a policy if he 
does pass then I ask him to give me 
the order to the company, to build 
this sample, with the understanding 
that if it pleases him, he may accept 
gg 


the first premium omnunted to a reser- 
vation by the defendant, agreed to by 
the insured of a right to reject the ten- 


der of payment whether seasonably 
made or not.— White vs. Metropolitan 
Life, Supreme Court of Utah. Decided 


April 21 * * x 

A life insurance policy providing for 
term insurance will be continued, so 
long as there is sufficient loan value to 
pay the term insurance premium. The 
defendant issued a life insurance policy 
to one Miller and named the plaintiff, 
his wife, as beneficiary. The policy 
provided for the annual payment of pre- 
miums. After the second year, if the 
premium was not paid within the period 
of grace, the insurance was to continue 
automatically as term insurance, for the 
face value of the policy for periods set 
forth in the contract. At the comple- 
tion of the thirteenth policy year the 
term of continued insurance was 
twenty-three years and eleven months. 
All premiums had been paid by the in- 
sured for the twelfth policy year, 
to Sept. 3, 1921, at which date 
the policy had a loan value of $770. 

On April 5, 1921, the insured bor- 
rowed on his policy the sum of $697, 
and on Sept. 28, 1921, he delivered to 
the general agent of the defendant, 
checks to pay the premium up to Sept. 
3, 1922, but the checks were returned by 


the bank to the defendant, marked “in- 
sufficient funds.” The defendant noti- 
fied the insured that the grace period 
had expired and that his policy had 


non-payment of the 


premium. Thereafter the defendant ex- 
horted the insured to reinstate his pol- 
icy, and on Dec. 27, 1921, it offered to 
loan him $70 more. The insured ex- 


pressed his intention of re-instating the 
policy, but on Feb. 8, 1922, before taking 


advantage of the defendant's offer, he 
died. His wife sued on the policy on 
the ground that on Sept. 3, 1921, the in- 
sured was entitled to borrow $770, 
whereas he had borrowed only $697, and 
that the difference should have been 
applied to the payment of interest on 
the loan and the premium on term in 
surance, under the provisions of the 
policy, which if done would have car 
ried the policy until after the death of 
the insured 

The defendant contended that the 
policy had no loan value on Sept. 3, 
1071, because the premium had not been 
paid and that, theretore, the loan value 
of the policy was not available Che 
trial court rendered judgment in favor 
of the plaintiff for the value of the pol 
icy le the amount of the loan and the 
overdue premium Phe defendant ap 
pealed 

Hleld: The judement of the trial court 
wa correct Phe evidence and par 
ticularh the detendant offer to loan 
the insured $70 howed that there was 
in available loan value on the due date 
of the last premium, above the amount 
tually loaned, suthicient to pay the im 
terest due and to extend the term tsur 
nee until after the insured’s death, and 
under the terms of the policy thi loan 
alive hould have heen so anphed 
Missourt State Lite vs. Miller, Supreme 
(ourt of Arkansas, Decided April 
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MODERN BUSINESS GETTING METHODS 
Valuable Pointers on Sale of Program rea r spect ci ns as to he * ; week "He wat married and had no 
Life Insurance Given by J. E. Bragg tendency to feature me special pli he fend had sot permitted ure he 


Before Union Central Life Convention | :37-,°! th 2rosrect or to suagest using | almost discourteous and dismissed the 















ROF. J. E. BRAGG of New York | and then she told me how my 
Priversity School of Life Insurance law had arranged his rea = 
gave a very inspiring address at the ) everything w € : = 
Union Central agency convention on | taken care of iS ot the agent ait 
“Program Insurance.” Professor Bragg r ie ein ’ = eo teste, to” , 
told a story of the man who for many Case of Program Insurance Se migsk ace: = a al es i a oe : . ; os 
years had bought life insurance from a Sold Him eran sura pret. sores Men + phone ‘ ie : b ting wat plier 
friend who got the business upon the "Tae wae a palice ¢ — ‘ , . = . . re ts 
basis of friendship and by calling each |... 4,06 on her hon a: a nnn to 2 elitiinie * Maen 
year at about the time of change of age os -e nm pou a ee : . 
The policies were all taken for lump | Ginding: th ‘ ; tale 
sum payments and without regard to the | care , mers there was a Fits Big and Small Buyer \: 
particular needs of the prospect. policy to js \ " mn wniore- with Equal Ease , z 4 . 
Prospect Showed Agent His seen and special purposes; there were T: . 
Oversight in Program Sit uence aa ae Geek ln se, the engineer makes his sur : . 
Recently when the agent called upon | ©! C© lege expenses for the aren. | lyzes $ siness ture : : Increases Amo ee cae OF 
his insurance buyer, he started his can- | +24"Ks to the ile insurance Man WHO | createst f r for pr g Citing Death Expenses 
vass in the usual way and was delighted | SC!¢ My Drother-in-iaw, my sist€r was | i} se t Int sura man s i said t : : 4 
when the prospect said that he recog- able pa live with her Jay A Vane | treat ca use asa s ’ : euring. : 
nized his needs for insurance. The | ®!4 anc give her Children and herselr a first t rt tit . 
agent at once said, “Well, let us fill out | COM#Ortadle living anc an ample €duca- | i; likely to make to t 1 of progr 
an application for a $10,000 policy.” | UO". 50 you see how » arnee my own sur ¢ 1s that it ts right tor 2 z z 
But the prospect said, “No, I don't | B€eGs Tor suranc : r 
\ 4 Vv ] eT 


need $10,000 of life insurance; I need | W2™t you to be angry t 4 want t for t mat : sma neg 






- . . : i 
$50,000 and I am going to tell you how | ‘*", i we t : 

I found out that I needed this life in- | > vy brother “ s 

surance. My sister wre lives ta Cale (eS eee SES SS Oe SS a gt rotessor Bragg $ 6 : ; : 


fornia lost her husband recently and I | W2¢* He ° 
knew that my brother-in-law had had | 4™ foHowimg. 

10 sinese« "cece sal id have . . 

no business success which would have | Complete Realization Would 
built up an estate for him and so I sent Stimulate Sal tua : 

a telegram at once to my sister and in- es es tent Febr 





vited her to call upon me for aid. She That story is illustrative. said Mr. Gace of Such a Sale $ 

answered by letter stating that if she | Bragg, of what all prospects would d Is Cited by B 

needed help she would write to me. I | if they had a complete real 1 of wae ay ae ; 
was puzzled until my sister came to ' meaning of program insurance Get the \ Ne . x ag 








Conscientious Service 


A term often used, often misused. 


The Peoples Life is continually striving to make “Conscien- 
tious Service’ mean just what it say nts 
recognize this fact, is evidenced by their faith in the Peoples 
Life. It is a valuable asset. 
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The Peoples Life is a liberal compan 
ality of contract. If for amy reason an agent 
company, his renewals are not disturbed. He is free to go 


with the knowledge that his renewals will be paid promptly 


~ 


This is just a part of our “Conscientious Servic 


“Life is worth living if the future is provided for”’ 
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PEOPLE'S LIFE BUILDING 





TN SURENY CE COMES SAT 
Chicago, Illinois 
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the coming of a child which would make 
it desirable for your wife to have some- 
thing at once. You say there is. Very 
well, we ought to have at least $500 for 
that. And then you tell me that your 
wife is from England and could live 
there comfortably and could get along 
fairly well on $50 a month in her old 
home town in that country. She would 
surely need then about $500 to get her- 
self and baby to England. Now to fur- 
nish your wife with $2,000 cash and $50 
a month is your problem. How much 
can you save? Ten dollars a month. 
Then I am going to suggest that you 
take out this life insurance in a form to 
pay the $2,000 lump sum and pay your 
wife $50 a month for about seven years. 
That would give her time enough at 
least to get her start.” 


Case Is Typical of 

Thousands in Country 

That case, said Professor Bragg, is 
typical of hundreds of thousands in this 
country and illustrates the way in which 
program insurance helps to bring the 
needs for life insurance home to the 
buyer as it did in the case cited above 
where the insurance was sold. Program 
insurance helps to set out what a man 
ought to do as a minimum for his fam- 
ily. 

Professor Bragg then discussed pro- 
gram insurance under the heads of 











Only high-type men and women can obtain 
contract to represent this company. 

Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Company backed by real co- 
operation. 


Cuurron Matonzy 
Presadent 
A. Moeziery Horams, Manager of Agencies 


Home Office Building 
111 N. BROAD ST. PHILADELPHIA, PA. 





Jacxsonw Matonzy 
Vico Preaid 














Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can ~ 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 








HOME LIFE INSURANCE CO- 
New York 
ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 
year 1923 3 7406.45 


Payments to Policyholders 


and their Beneficiaries in 

Death Claims, Endowments, 

Dividends, et« S471,504 
Increase in Assets . 2a 
Actual Mortality 4% of the 

amount expected 

Insurance Force 247,373,218 
Admitted Assets 44%,72 


FOR AGENCY APPLY TO 
WwW. A. K. BKURHL & BONS 
General Managers 
Central and Seuthern Obie and 
Northern Kentucky 
Keoomse 601-606 The Feurth Nat. Bank 


Kbuliding 
CINCINNATI, OHIO 


CLEVELAND, “OHIO 
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salesmanship and service. He said that 
program insurance considered from no 
other angle certainly meant better sales- 
manship and there was no question of 
the additional service to the policy- 
holder. In 90 per cent of the cases that 
are brought to him by his students the 
problem is represented by a case like 
the following: A man 35 years of age 
with a wife 30 years of age and having 
two children has $5,000 insurance and 
thinks he needs no more. How shall 
the agent proceed? Talk program in- 
surance to the prospect, said Professor 
Bragg and the prospect himself will 
discover his need instead of being 
shown his need. The agent should 
skillfully direct the solicitation so that 
the prospect will so far as possible seem 
to be discovering his own need. 


Agent Must Be Adept 
Word Artist Many Times 


But often times the agent is able by 
this presentation to get the policyholder 
to acknowledge his needs and then is 
met by the statement that “I can’t pay 
for it. This means, said Professor 
Bragg, that the prospect is unwilling to 
give up some present enjoyment for a 
vague, mysterious fund to be used 
sometime in the future. It is then the 
prob lem of the agent to get people to 
determine what satisfactions in life they 
want to have and to paint such a pic- 
ture of the satisfactions to be obtained 
from life insurance by food, clothing, 
education for the family and provisions 
for old age that these satisfactions will 
appear to be of greater value than 
those which the prospect may be pay- 
ing for. Do not tell prospects so much 
how insurance is made as what it will 
do and remember that the emotional na- 


ture of man does not respond to ab- 
stract statements but to concrete cases, 
and that it is the heart side of man 
which makes him want to do nearly 
everything that he does do. 
Tells of Unusual Sale 

Made by H. P. Trosper 

Professor Bragg then told the story 
of Harold P. Trosper, vice president of 
the American Life of Detroit, who by 


making the 
nation sold life 
circumstances. 


proper appeal to the imagi- 
insurance under unusual 
Mr. Trosper and a few 
the Michigan 


friends were hunting in 

woods. As men will do when they are 
scated about the camp fire in the eve 
ning, thev began to talk about the inti- 
mate concerns of their daily lives, their 
business and their families. After 
nearly every one had = spoken, they 
turned to Mr. Trosper and said to him 


that they had been surprised that he had 
not pulled out a rate on them. He 
replied that they knew he never took 
advantage of their meetings at social or 
pleasure gatherings for doing business. 
They referred to life insurance in rather 

jocular spirit which led Mr. Trosper 
to remark that with him life insurance 
very serious business and that 
he did not like talk about it in the 
f levity that he would speak 


bo« vk 


Was a 
to 


but 


spirit « 


to them on the subject if they promised 
him that in the event he stirred any- 
thing in them that made them want life 
nsurance, they would go with him out 
ot the woods the next day and he cx 
amined They promised the would 
Sold His Hunting Partners 

About Campfire 

He then said Riga ge by some un 
oresec! accides t we vuld lose our 
yuide tonight and teen lost here in 
these woods. That we should wander 

out all of tomorrow without finding 
ny way out and all of the next day and 
the next, for a month without success 
nd the months would drag on until 
we had been gone from home for two 
years, having lived the meantime in 
the woods almost like savages and then 
ve should come suddenly upon a party 

engineers, what would be the first 


thought of each of us? Wouldn't it be 
t t we were going to have the happi 
‘ of going home? But have vou 
stopped to think whether you would 
] e the ce to go home and the ques 
ti that would arise to make you con 
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JOHN KULL OF THE PHOENIX MUTUAL 
TELLS SOME OF HIS SURE SHOT PLANS 


o—— — = — 


OHN Kull, one of the leading pro- 
ducers with the Phoenix Mutual in | 
New York City, writes 80 percent 

of his business on old policyholders and 

on those whose names are suggested to 
him by his policyholders. He _ belives 

that he is able to do this by going a 

little bit farther in giving service than 

the next fellow. 
In making a sale Mr. Kull believes in 
impressing the prospect with the fact 


| 


that he is buying insurance rather than | 


“You 
He 


If the prospect says, 
insurance today.” 
replies, “Mr. Jones, I will never sell 
you anything. I merely want to give 
you an opportunity to buy life insur- 
ance.” He uses this idea throughout 
the interview and presents two or three 
different options or plans of insurance 
in order to set the prospect's mind to 
making a decision between two kinds 
of insurance rather than between in- 
surance or none. 


Helping the Man Who 
Can Not Make Decision 


being sold. 
can’t sell me any 


If he is presenting an income policy 
which does not provide for the educa- 
tion of children, and another which pro- 
vides an educational fund, and his pros- 


pect cannot make up his mind which he 
wants, Mr. Kull will say, “Mr. Jones 
you do not know which of these you 
would prefer, do you? Well, I will tell 
vou what I would suggest. Take this 
one and if later on you feel that the! 


other is more to your liking it is a very 
simple matter indeed to change There 
is practically no comeback to this. 


Mr. Kull believes that when you 
talk income you sell insurance. He 
sider whether or not vou could afford 


to go home? You would have been con- 
sidered dead by your family. Did 
you leave your wife and children so that 
you could go back and face them, know- 
Ing that their needs were taken care of 


as 


in every way? Would they really be 
glad to see vou if they took into con- 
sideration the provisions that you made 
for them before you started on _ this 
hunting trip?” The whole party went 
in with Mr. Trosper the next day to 
take out life insurance. 
What Every Salesman 

Must First Consider 

There are two questions to which 
every salesman should give careful con- 
sideration. These deal of course with 
the selling of life insurance and are, 
“How am I to do it” and “How do I 
feel when | am doing it.’ The value of 
program insurance les in the tact that 
ft helps to answer both of these ques- 
tions in the right way Program insur- 


not only tells the agent how to do 
it but makes him feel proud of his busi- 


a oe 


ness and sells him on that business. 
And any method that makes a man feel 
better about his business brings him 


powerful salesmanship momentum and 


spiritual rewards. The effort of the life 

insurance salesman should be to place 

himself upon the same plane with the 

prospect eventually as though the pros 

pect had first called upon him for ad 
ce and mformation. 

Professor Bragg closed by quoting 
Franklin J. Lane, who said to a group 
of young men, “In vour generation no 
man will achieve a true success unless 
he can temper his efficiency with human 
sympathy tc Phat sentence, said Pro 
fessor Bragg, had burned itself into his 
mind and was a complete guide for the 
life insurance agent Lack of human 
sympathy resulted in the terrible defeat 


of ctherent Germany Both efherency 
and humas nypath are necessary 
The agent must know his policies, his 
company, and the life insurance busi 
ness thoroughly and then he must tem 
per the efficiency gained through this 
knowledge with the true spirit of hu 
man sympathy 





| 
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the Phoenix Mutual, 
which applies excess earnings to the 
extension of an income beyond the 
guaranteed number of years rather than 
applying this excess to the increase in 
the monthly payment. A chart has been 
worked out which shows how much 
monthly can be guaranteed and for 
how long on given amounts of insur- 
ance. Thus if a man has $10,000 of 
insurance the chart will yield an income 
of $100 a month for nine years and nine 

months. While the excess interest earn- 


pushes the plan of 


ing will carry this same income for 
almost another year or ten years and 
seven months. 

If the prospect is certain that he 


needs a bigger income than this to sup- 
port his family, it is suggested that he 
apply the purchase of more insurance to 
increasing the income for a period of 
years. As soon as he has his income 
built up to where he wants it then the 
agent talks the extension of the period 
and applies new insurance to lengthen 


the number of years over which the 
payment can be made. 
Mr. Kull never introduces himself to 


a prospect by saying that he was sent 


by a friend. He believes that he should 
be able to get the interview on the 
strength of his proposition. He does 
not hesitate to bring the friend’s name 


into the conversation in an off hand way 


or perhaps if possible, name several of 


his policyholders with whom his pros- 
pect is acquainted, but he never says, 
“John Jones sent me.” If the prospect 


asks him who sent him he names a num- 
ber of his policvholders who are friends 
and “Of course I didn’t tell you 
who sent me, but here are a number of 
my policyholders that you probably 
know.” 


Uses Policyholders to Get 

Information About Prospects 

He does how ever, use his policy- 
holders to gain information about pros- 


Savs, 


pects. He finds out what a man’s in- 
come is and whether or not he is 
married and how many children he has, 


enables him to make an in- 
solicitation. He does not 
believe in asking pointed questions to 
get this information from a_ prospect 
with whom he is not well acquainted. 
Rather he will say to a prospect, “I 
can not tell just how much insurance or 
income you need because I do not know 
what your income is. It is none of my 


etc. This 
telligent 


business. You know how much you 
earn, how much you save and theretore 
what your living expense is. Will you 
provide a sufficient income from life in- 
surance to maintain your family in the 
style you have educated them to? Have 
you cnough to even approximate this 
stvle of living? That is for you to 
determine.” 

He does not even ask his prospect 
directly how much insurance he _ has 
but instead will ask him when he bought 
his last policy. “I suppose you have 
been buying insurance in lots of $5,000.” 
Such questions will often lead the pros 
pects to sav, “Well, T have four or five 
policies and T usually buy about $5,000 
atatime. This will indicate that he has 


$20,000 of insurance. He may ask, 


“How much insurance should a man 
with an income of $10.000 carry? This 
will of course show Mr. Kull what in 
come the man has. 


Eastern Notes 


Life Club of the 
agenev of the 
annual 


The 
Rurke 
Roston 
Boston 
There 
ufterward 
tributed a 


\etna 
peneral 
held its 
last week with some 
was a fine dinner and dancing 
Members of the club cor 
program 


Arthur W 
Aetna it 
dinner in 

150 present 


The Cleveland branch offlee of the Lin 
eoln National, Seth A Rardwell, man 
exer, has moved from the Guardian bulld 
ing inte larger quarters in whe new 
Union Trust bullding Resides doing 
large brokerage business, Mr. Bardwe! 
hat built up a good-sized force of fu 
titive iments 
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What the People Need To Be Told 


Sixth Paper 


The life underwriter who imagines that his whole duty is fulfilled when he 
has provided for the insurance needs of his clients, takes a narrow view of his re- 
sponsibilities. He must also do a great deal of educational work. But this work 
must be of the right kind. His counsel must be useful and appropriate. His 
clients do not need instruction about actuarial abstractions, or the technicalities 
of the business. What they néed is to have erroneous impressions removed 
from their minds. 


If, for example, a client believes that a life insurance policy is a commodity 
like coal or tea which he can buy and carry away, he must be told that it is 
nothing of the kind; that a policy is a contract under which he gains membership 
in a corporation in which he will have a continuing interest—as a partner has an 
interest in the business in which he is engaged. 


If clients imagine that the insurance company is a money-making enterprise 
—that in some way profits are accumulated that benefit others but are not paid to 
them—this error must also be corrected. An insurance company conducted on 
the mutual plan is not a money-making corporation. All its savings and profits 
belong to the policyholders, and are paid to them from year to year as refunds 
(dividends. ) 


If they assume that the officers of a company control the organization and 
are free to manage its affairs as if it were a private firm or a money-making en- 
terprise, that fallacy must be exploded. It is true that the members (policy- 
holders) who form the company do not administer its affairs; for it takes expert 
skill to carry on the insurance business safely and successfully, but the officers 
who do manage it are subject to rigid insurance laws and government supervision, 
and must conduct its affairs for the exclusive benefit of its owners—its members 
—or be punished for malfeasance in office. 


Policyholders must also be told that an old policy cannot be exchanged for a 
new policy without sacrifice; that the older a policy grows the more valuable i 
will become, and the larger its refunds (dividends) will be. They must be told that 
a low premium policy is not ‘‘cheaper’’ than a policy that costs more. The charge 
for the “‘‘cheaper’’ policy is less because the contract lacks certain valuable 
characteristics that the other policy possesses. 

When these and other important truths have been learned by the men and 
women who are members of a mutual lite insurance company, they wil see that 
they can benetit themselves by aiding the institution of which they are the owners. 
By inducing their friends to insure, and by backing up the tield representatives of 
their company, they can add to the strength and efficiency of the organization, 
and will receive larger refunds (dividends) than would otherwise be paid. 

The Equitable Life Assurance Society of the United States trains its agents 
so as to enable them to give their clients the instruction they need. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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May Is for May 


This entire month is devoted by Peoria Life agents to an 
unusual celebration. May is President’s Month, and all business 
written during these thirty-one days is dedicated to the honor of 
Emmett C. May, president of the Company. 
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In the idea of President’s Month, as observed by the Peoria 
Life Agency Force, there is something that moves the heart and 
touches the sympathies. A man could hardly be given a more im- 
pressive tribute than to have a multitude of friends exerting 
themselves to the utmost, to compliment him in such a worthy 
and useful manner. In his honor, they are placing in force hun- 
dreds of policies of insurance, each one of which will one day sup- 
port a widow, educate a child, sustain a business enterprise, or 
provide comfort for an old man in his declining years. 
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President’s Month is more than the most productive month in 
the Peoria Life calendar. It is more than a well-merited tribute to 
Mr. May. It is a revelation of the uncommonly pleasant relation 
existing between the executives of the Peoria Life and its Agency 
Force—the spirit that has characterized this organization as the 
“Happy Family of Successful Agents.” 
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